t EAST 


Sixty-second Year, No. 45 


Continental Shows 
Underwriting Profit 
For Third Quarter 


This Reduces Underwriting Loss 
For Nine Months of 1961 to 
Slightly Over $16,130,000 


INVESTMENT INCOME HIGHER 


Net Operating Gain of $16,960,247 
Reveals Increase of $14,000,000 
Over Same Period of 1960 


The Continental Insurance Co. of New 
York, parent company of America Fore 
Loyalty Group, continued to move to- 
ward the profit side of the ledger as the 
third quarter closed with an underwrit- 
ing profit for the donjéstic companies of 
the group of $1,300,000 for the three 
months, reducing the underwriting loss for 
the first nine months to $16,000,000. The 
figures do not include some $60,000,000 in 
installment business not recorded due to 
a change, adopted last January 1, in the 
method of reserving such business. 

Net investment income for the period 
was $33,091,033, up $1,070,190. The com- 
bined figures showed a net operating 
gain for the first nine’ months of $16,- 
960,247, an increase of nearly $14,000,000 


over the same period last year. 
Group Assets $1,721,000,000 


Consolidated assets of the domestic 
companies of the group stood at $1,721,- 
000,000 and the surplus for the protection 
of policyholders was $938,000,000 million. 
All figures are based on market values of 
securities. 

J. Victor Herd, chairman, says: “If the 
persistent betterment in underwriting 
results which has been recorded each 
month since April continues during the 
fourth quarter, it is probable that a sub- 
Stantial statutory underwriting profit will 
be recorded during the current quarter, 
thus modifying further the underwriting 
loss reported for the nine months ended 
September 30.” 

Premiums earned by the Continental 
during the first nine months totaled 
$392,117,000, against $396,610,000 in the 
Same period of 1960 and $376,879,000 in 
1959. The loss ratio, to earned premiums, 
was 66.6% this year, against 65.2% last 
year and 65.8% in 1959. The expense 
ratio, to earned premiums, is 37.5% this 
year, 42.1% last year and 42.2% in 1959. 
_ Underwriting loss for the Continental 
in the first three quarters of this year 
was $16,130,000, against $29,118,000 in 
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Now Check These Rates — 


ONE YEAR TERM DIVIDEND OPTION — 
KNOWN AS FIFTH DIVIDEND METHOD 


The one year term insurance: itself is nonparticipating as the rate charged for it has 
assumed mortality ‘experience approximating the actual which is generally much less than 
that indicated by the CSO Mortality Table on which reserves are based. The following 
table shows rates according to the July 1, 1961 schedule which, of course, are not guaran- 
teed for use in later years. We do guarantee, however, that they will never exceed 
the net rate by the CSO Mortality Table at 2!/4% interest. 


CURRENT PURCHASE PRICE PER $1,000 FOR ONE YEAR TERM INSURANCE 


Attained 
Rated* 


Attained 
Purchase Rated* Purchase 
Price Price 
2.70 1.54 
1.96 1.59 
1.62 1.66 
1:45 1.72 
1.34 1.80 

F 1.88 
1.97 
2.06 
2.16 
2.28 
2.39 
2.53 
2.68 
2.83 
3.00 
3.19 
3.39 
3.62 
3.85 
4.12 
4.40 
4.71 
5.17 
5.68 


* For females rated age is reduced three years on plans where the rated age for the basic 


policy is so reduced. 


Attained 


Rated* 


Purchase 
Price 
6.24 
6.85 
7.53 
8.28 
9.11 

10.02 
11.03 
12.15 
13.37 
14.73 
16.22 
17.86 
19.67 
21.68 
23.87 
26.29 
28.96 
31.89 
35.11 
38.65 
42.55 
46.83 
51.52 
55.83 


Attained 


Rated* 
Age 


Call Bill Kelly, Cliff Meldrum, Barry Rosenfeld 
AT: YU 6-6586 
MIDTOWN BROKERAGE AGENCY 


Phoenix Mutual Life's Leading Brokerage Agency 


122 East 42nd Street 


(Chanin Building) 


New York 17, N. Y. 


Purchase 
Price 
60.50 
65.55 
71.01 
76.92 
83.29 
90.17 
97.59 
105.58 
114.18 
123.43 
133.35 
144.01 
155.40 
167.60 
180.60 
194.50 
209.25 
224.89 
241.48 
259.01 
277.43 
296.90 
317.07 








Discuss Many Topics 
At LIAMA Meeting; 
Almost 1,000 Attend 


Association Growing as Internation- 
al Body; Overseas School 
In South Africa in 1962 


TOTAL MEMBERSHIP IS 425 


Annual Meeting in Reconstructed 
Ballroom of Edgewater Beach; 
Lively Panel Sessions Held 


By Clarence AxMAN 


Mth 
Man- 


agement Association is in annual session 


Chicago, November 8—For the 


time the Life Insurance Agency 


and this time is holding its sessions in 
the reconstructed ballroom of the Edge- 
water Beach Hotel, which is large enough 
to hold 2,000 people. Almost 1,000 were 
present when Raymond C. Johnson, vice 
president New York 
of LIAMA last 


ypening session today. The association, 


Life and president 
year, presided at the 
which has 425 members, is growing, too, 
as an international body as its foreign 
membership includes 28 members from 
Asia alone. Its Canadian membership is 
large and its schools are also growing 
in number. An overseas school will be 
held in South Africa in 1962. 
Panel Sessions 
The convention's first of several panels 
was on morning of November 8, the sub- 
ject being “What's Hot in Ottawa and 
Washington.” John Barker, Jr., 
New England Life, 


others on the 


vice 
president, 
moderator, 
M. Thore, vice president and 
general counsel, Life Insurance Associa- 
tion of America; Glendon E. Johnson, 
associate general counsel, American Life 
Convention; Robert R. Neal, general 
manager, Health Insurance Association 
of America, and J. N. Cunningham, Q.C., 
vice president and director of agencies, 
Crown Life. 

In his opening comments Mr. Barker 
said he ‘thad urged his friends to take a 
look at the current state of the universe; 
that he had inquired how many of them 
had given mature thought to the vicious 
and unprincipled act recently perpetrated 
by an adversary power and the result- 
ing fallout cloud drifting toward North 
America. It was not enough to deplore 
the present and the available solutions, 
he stated. While he would not recom- 
mend writing the President, even on con- 
structive thoughts, he suggested that 
every agent, and for that matter, every 
citizen should pause to reflect on what 
he would do if he were President. In 
the final analysis there is a connection 
between that fallout cloud and the life 
insurance business as it is transacted on 
this globe. “In short,” he continued, “you 
and I and our companies are vitally con- 
cerned with developments in our two na- 
tional capitals.” 

In discussion of “segregated accounts” 


was 
panel being 


Eugene 


(Continued on Page 4) 
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Huey Reviews LIAMA Services 


Chicago—Both the problems and the 
progress of our agency system must be 
put in their proper perspective, Burkett 
W. Huey, LIAMA’s managing director 
said in his keynote address, here last 
week. feel there is some hazard 
that in our zeal to be honest with our- 
selves, we can become so introspective 
that we lose the true perspective of 
where we are and what we have accom- 
plished. Also I wonder if it is actually 
the problems as such that are our real 
concern or is it what they imply?” Mr. 
Huey asked. 

Life insurance has always been a 
growth industry. Have we stopped grow- 
ing? Are we too obsessed by growth as 
a status symbol? It would seem natural 
that every company, no matter how con- 
servative, believes in growth, plans and 
thinks of the future in terms of growth” 

Turning first to the part that LIAMA 
plays in the growth of the life insurance 
business, Mr. Huey reviewed its role in 
fulfilling its responsibilities to the mem- 
ber companies. One of the practical and 
basic services to which Mr. Huey re- 
ferred, is acting as scorekeeper of the 
life insurance industry, a task more 
efficiently accomplished by an_institu- 
tional organization than by any one 
company. The problems of establishing 
common definitions in gathering data 
and comparing them were mentioned by 
the speaker. “As we look at the volume 
of gross life insurance sales, we have 
found it increasingly necessary to relate 
number of sales made, product mix, per 
cent of disposal income, purchasing 
power of the dollar and average pre- 
mium in order to understand what we 
have really accomplished. This year, 
LIAMA inaugurated a new score card, 
the premium survey. This survey should 
help a great deal to correct our under- 
standing of volume and also contribute 
to redefining our accomplishments and 
our goals. 

“A major responsibility that LIAMA 
undertakes is to serve our membership 
as a ‘Searcher for Truth’,” Mr. Huey 
said. “LIA/MA as an extension of many 
companies is constantly equipping ex- 
peditions and sending them out to ex- 
plore this unknown territory of agency 
management. We must also explore be- 
cause this leads to understanding, and 
understanding, we hope, leads to growth.” 


Research Areas 


Delving into several research areas the 
speaker mentioned the Aptitude Index, 
with its new test and central scoring 
procedures. “The central scoring pro- 
cedure is measuring up to the high level 
of service we promised a year ago,” said 
Mr. Huey. “While the actual error rate 
is less than one fourth of 1% we aim to 
reduce it further.” 

He pointed out that the LIAMA- 
LUTC consumer study, Life Insurance 
in Focus, is causing reconsideration of 
many traditional opinions and prejudices 
Two reports have always been issued 
on this study, with five or more to come. 

Further projects referred to by the 
speaker were programmed learning, cur- 
rently being investigated by LIAMA; 
the Combination Inventory, the selection 
test for combination companies; the 
Career Analysis Procedures, for use in 
evaluating men for management or career 
agents; and cost research. 

With regard to cost research, Mr. 
Huey said that “we sometimes think 
that this is an area to be visited only 
by the expert, a complicated labyrinth 
of forms, reports, percentages, ratios far 
beyond the ken or even the interest of 
the average agency man. Perhaps we 
need a simpler definition. Cost research 
in the distribution of life insurance is 
really research in developing methods 
of measuring management’ s effectiveness 
in developing people.” Mr. Huey went 
on to point out that the aim of LIAMA’s 
cost research program is to produce 
more objective measures for those areas 


“ 





which, until now, have necessarily been 
treated subjectively. “While the real 
pay-off is still in the future,” he said, 


“we are excited even by the limited 
progress made thus far, and hope that 
more companies will want to share in the 
excitement of exploration. 

“All of these research expeditions into 
unknown territories have established a 
high reputation for integrity both within 


BURKETT W. HUEY 


and without the life insurance business. 
The object of this research continued 
to be the exploration of the unknown. 
If, in the process of exploration, a new 
discovery should happen to make old 
discoveries obsolete, we would be the 
first to announce.’ 


Turning to the other face of LIAMA, 
that of working with, consulting with, 
and helping companies interpret and 
evaluating their sales operations, Mr. 
Huey mentioned specifically LIAMA’s 
management development program. The 
new study course in agency management 
has met with tremendous acceptance in 
its first year, Mr. Huey said. The one- 
week management orientation schools 
for newly appointed managers and as- 
sistant managers have graduated 262 
men from the nine schools to date, with 
six schools scheduled for 1962. The in- 
creased use of the schools in agency 
management is evident from the fact 
that it took 22 years to conduct the ‘first 
100 schools, and only ten years to hold 
the second 100. The agency officers 
schools continue to grow and mature, the 
speaker said. He emphasized that the 
best way for company officers to become 
thoroughly acquainted with LIAMA 
services is to attend one of these schools. 
Work in the area of international rela- 
tions has increased in recent years, with 
four two-week schools having been con- 
ducted overseas this past year for asso- 
ciate member companies. One is cur- 
rently scheduled in 1962 in South Africa. 

“It is exciting for all of us,” he said, 
“to have some part in this international 
exchange of ideas. It is surely of some 
further significance to all of us that it is 
the North American agency system that 
other countries would seek to emulate. 
We have many requests from overseas 
asking our help in arranging for young 
men to study North American methods 
in a North American company.” 

Turning his attention to several areas 
of growth in the industry, Mr. Huey 
first compared life insurance with other 
forms of investment. “We hear a great 
deal about mutual funds,” he said. “Tf 
we compare rates of growth, we find 
what you would expect for a young or- 
ganization.” He pointed out that while 


Agency System’s Basic 
Concept Has Changed 

WM. EUGENE HAYS LIAMA TALK 

Outlines Set of Principles Which Form 


Operating Philosophy of Companies 
And Agencies 








Chicago—The basic concept of the 
agency system has changed from what 
it was when the system was adopted, 
Wm. Eugene Hays, general agent for 
New England Life, told the annual meet- 
ing of LIAMA here last week 

He described the basic concept as ‘fol- 
lows: “The services of providing in- 
demnity for the loss of human life values 
is a monopoly enjoyed by the life insur- 
ance companies and this service is ef- 
fective only when applied by a well- 
trained agent.” In the first place, Mr. 
Hays said, the life insurance companies 
no longer have a monopoly. The Federal 
Government, with Social Security, vet- 
erans benefits, and National Service Life 
Insurance; savings banks; and mutual 
funds have destroyed the monopoly once 
enjoyed by the life insurance companies. 

Secondly, the concept that service of 
life insurance is effective only if applied 
by a well-trained agent has also been 
“knocked into a cocked hat.” Again Mr. 
Hays referred to the Government’s in- 
tervention into the area of death protec- 
tion, and to savings banks and mutual 
funds. “Perhaps the most threatening 
erosion of the agent’s normal markets is 
the rampant growth of Group insurance,” 
he stated. 

Mr. Hays said that the agents resent 
what they consider the abuses of the 
basic concepts of Group insurance. He 
outlined these abuses as: (1) abnormal 
limits on one life; (2) adaptation of 
Group insurance ‘for nongroup uses; (3) 
Group and franchise insurance on 
ciations and other aggregations of in- 
dividuals who have no common employer 
relationships; (4) the growing trend to- 
ward direct w riting. 

“The agent’s role in the distribution of 
Group insurance seems to have deterio- 
rated at the point of sale but not so at 
the point of subsequent service,” Mr. 
Hays said. 

Turning to the role of the agent in the 
distribution of Ordinary insurance, the 
New England Life’s general agent pointed 
first to the professional concept of life 
underwriting. Thousands of life insur- 


aSso- 





the percentage increase in mutual fund 
shares has exceeded life insurance pre- 
miums, the actual increase over the past 
five years for mutual funds is $890 mil- 
lion compared with over $3 billion for 
life insurance premiums. In making a 
broader comparison between fixed dollar 
investments and equities, he said: “It 
seems highly relevant to me that building 
and loan savings have grown by moce 
than 50% in the past five years. In 1900 
the net increase in building and loan 
savings was in excess of seven and one 
half billion dollars, or six times the in- 
crease in open- -end mutual funds. 

“As far as savings are concerned,” he 
said, “the competition of equity invest- 
ments appears in only a limited segment 
of the population. ‘Have we as an indus- 
try truly told and emphasized the story 
of savings through life insurance ?” 

Another vital area of growth is man 
power, said the speaker. “We hear that 
in spite of improved selection and train- 
ing, turnover is about the same as it 
always was. What evidence do we have 
that will give us a better perspective 
here?” Though we still lose more than 
50% of our recruits each year, Mr. Huey 
emphasized that today’s turnover is far 
different from that of 20 or so years ago. 
“We have fewer marginal agents,” he 
said. “When an agent survival table was 
developed 20 years ago, we found the 
average production of the first-year sur- 
vivor to be $00 thousand. Our standard 
today is near $300 thousand.” 


ance agents were indoctrinated to this 
basic concept of their services, the end 
product of which was adequate family 
protection and financial competence for 
the client in his old age. 

“Integrity was the hallmark of the 
practitioners and of their companies,” 
Mr. Hays said. “Very little replacemeat 
of permanent insurance took place and 
then usually against the strong recom- 
mendations of the agent. 

“A radical change in this concept has 
taken place in recent years,” Mr. Hays 
said. “The client-building concept seems 
to have become old-fashioned, although, 
to their credit there are still a good many 
successful agents who refuse to be taken 
in by the new look which has come into 
life insurance distribution. 








New Directors Elected 
At LIAMA Annual Meeting 


Chicago, November 8.—New directors 
elected by LIAMA were Lynn Tenney, 
California-Western States Life; Charles 
Clayton, Liberty National Life; Kenneth 
L. McNab, Manufacturers Life, and 
James E. Scholefield, vice president, 
North American Life and Casualty. 





New Packaged Plans 


“The new packaged plans, many with 
company brand names, seem more readily 
merchandised and lend themselves to the 
kind of advertising which ad men under- 
stand. The advertising industry under- 
stands better how to advertise patent 
medicines than tangible appeal of the 
integrity of the company which distrib- 
utes its product solely through profes- 
sional practitioner. 

“It remains to be proven,” Mr. Hays 
said, “that this method of merchandising 
will create more sales from broader mar- 
kets. If we carry the process to its 
ultimate conclusion, however, the agent 
is relegated to a role which is scarcely 
better than that of the sales clerk be- 
hind the counter who wraps up the mer- 
chandise, rings up the sale and makes 
change. 

“If the merchandising emphasis shifts 
from salesmen to advertising,” Mr. Hays 
said, “this forces the company to turn 
out a new product at regular intervals or 
at least a new design of an existing 
product,” He said this concept of “prod- 
uct obsolescence” would result in the 
loss of public confidence which has been 
built up over the years. 

With the change in distribution meth- 
ods the agent’s role is changing. Mr. 
Hays said that agents are adjusting to 
this change, but their adjustment is not 
uniform. “Each individual conforms to 
the combination of his character, talents 
and skill as they apply to the circum- 
stances which surround him.” 

The speaker said that some agents 
cannot adjust to having markets with- 
drawn from them so they take all the 
subsidy which the company or general 
agent will give them and then disappear 
from the scene. “Other agents who find 
that they do not have the ability to 
make an adequate living in life insurance 
take on other lines Then there are those 
shrewd agents without moral scruples 
who have capitalized on the economic 
climate which encourages speculation and 
the trend toward trade-ins for new 
models, to replace existing cash value 
life insurance for a variety of new forms 
of insurance. The most dangerous by- 
product of the work of the twister and 
the gimmick salesman is the example he 
sets for the less experienced, more naive 
agent, Mr. Hays pointed out. 

“Unless company and field management 

(Continued on Page 6) 
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Agertcy: Vice President 
Has Lonesomest Job 


KENNETH L. ANDERSON TALK 


Says Agency Executives are Always on 
sere Horns of the Worst Dilemmas 
i You Can imagine 


Chicago—“The president 


Ken- 


pr esi- 


agency vice 


has the lonesomest job in town,” 


neth L.° Anderson, executive vice 


] 


dent, Research and Review Service of 


America 


vice presidents are 


said here last week. “Agency 


always on the horns 

of the Worst dilemmas you can imagine,” 
> said 

° “Vilenima Number 1, according to Mr. 

Anderson, is the change the man unde 


goes as soon as he is made an a; 


rency 





‘ice president. If he is promoted from 


the ranks’of managers he is in the posi- 





tion of having to ‘defend principles and 


had formerly criticized 
along with his fellow general agents or 
managers. Ii from the 
ranks of the field this is even worse, the 
speaker said. He-is-immediately suspected 
as not knowing his job 

“Dilemma Number 2 stems from his 
ions with his dinates in the 
bring 
i 10m omp tent people ol 
I own choosing whom he wishes to 
compensate in line with their capabilities 


subor 





ily 1c tries to 








and the jol expects them to do. But 
he knows fhat just as soon as it gets 
sical pede sie Ban fon tablished ; 
nosed arotind that he has established a 














new salary ‘scale, his fellow 
eads going comp t] 
number’ two men should be 
paid commens The speak 
went agency vice 
pres incur the 
aispieasu b 1S€ ] c 
know they 
vit the 
iy Officers 
1 said, “th 
ge ns work- 
ing 
TI prollary 
nun said. Th 
agency} n » bring to 
the home office a talented young man as 
a future replacement 1 himself. As 


Ay 1 ler rson said, 
rtment tl 
, 4 






nks he 





Lie lal ure DO) The 

pres lent then has to bend 
wer backwards not to show special in- 
terest in this hand-picked candidate 


Constant Money Demands 


lilemma has to do with the 


constant ‘money demands made by the 
held—new policies; lower net cost, more 
liberal financing, etc. “The agency vice 





of these 
so and he 
hin reason, 
to promote business. But just as soon as 
he do yes, along comes the budget com- 
mittee, looking down its nose at rising 
acqui = ve costs. The budget committee 

ht out 

thusiastic 


has been known to cut the legs 

from under many an en agency 
vice. president,” Mr. Anderson reminded 
his audience. 


president is sympathetic to many 
requcsts. He is sales-minded 


will do everything he can, wi 








The next ditemt na also refers to money. 
I speaker the agency vice 
president proudly presenting his board 
xf directofs with an increase in business 
for the quarter. Someone on the board 
invariably points out that other busi- 
nesses are up a larger percentage and 
asks why this company is lagging behind. 


described 


The ws" dilemma comes to the z 
vice resident who is_ instituti 
wieded He realizes his company 
am*:sland and’not only should he con- 
ribqte .t6, this business by participating 
in. institudienal work, but he also can 
get*a ‘lot from it*which will benefit his 





ionally 
is not 











No Altenatives to Agency System 
As Marketing Device Says Schaaf 


Chicago—“We have been on the defen- 
sive too much and too long. Let’s do our 
fearfully important job; let’s tell the 
story of the logic of life insurance, the 
world’s best form of personal property 
for which there is no substitute. Let’s 
be proud of our product, our mission, our 
iri sey our companies, and our pro 
fession, and leave no doubt about it in 
the pubiic mind.” These were the words 
“i Charles H. Schaaff, CLU, executive 

> presi — of the M: issachusetts Mu- 
eal Life here last week. 

In his discussion of how the agency 
system of the life insurance business 
attained its present position and where 


it is going in the future, Mr. Schaaff 
said, “I think that we have found in the 
agency system the most economical 


means of marketing our product in a 
professional manner.” He then pointed 
out that the term professional implies 
creative salesmanship, counseling and 
services. 

The speaker defined the agency system 
plan of pag ing life insurance 
through solicitation by full- 
time agents compensated on a commis- 

basis.” He traced the hist ry of the 
system back to 1792 i. ‘Rested when, 
for the first time, agents were appointed 
locally, but pointed out that these early 


as a 


face-to-face 


$10n 








beginnings lacked two important ele- 
ments: aggressive selling, and full-time 
agent status 


Early American companies followed 
ihe example of the English insurers, he 
tated, and it was in 1850 that the tech 
niques of our agency system today were 
introduced, namcly aggressive, persistent 
solicitation of business by commission 

gents whose 





primary interest is the sale 
of life insurance. 
Sh:ft to Program Sales 
( ‘terizing the period since the 
tu the century asa ch inge from ex- 
tensive or intensive selling, Mr. Schaaft 





that represented a shift away 

the policy or package sales to pro- 

ram sales, to purposeful need selling 
nd the build ng of a cEent ele.’ 

Today, Mr. Schaatf said, “Our mar 

keting methods under the agency sys- 

tem have made the people of the United 


States and Canada the most adequately 
insured in the world. In no other coun- 
tries has life insurance marketing been 
developed with such success as in North 
\merica.” 







lievements of the 
ing to the speaker 
accumulation of over $120 billion 


One of the great a 
rency system, 





accor¢ 


is the 
oi policyholder savings which have been 
made available to industry Les the form 


of investment capital. This, he 
has made eli: the vast 
growth in this country. 


stated, 
industrial 
‘The agency system has benefited the 
public both in personal and business fin- 

cial planning and in the general econ- 
omy of our nation. One reason for this 
is because it has benefited those indi 
viduals who are the real heart of the 
agency system, full-time commission life 
insurance salesmen. 

“The system enables the 





individual 


own operations. In an effort to fulfill his 
responsibility and please those who con- 
stantly bedevil him to serve on commit- 
tees, he becomes so involved that he 
incurs the displeasure of his president. 

Mr. Anderson pointed out that these 
dilemmas take a heavy toll and are largely 
responsible for the high rate of vice 
presidential turnover. He added that 
there are many books written on how to 
succeed in selling and on how to man- 
age an agency, but there is nothing 
written which tells how to be a success- 
ful agency vice president. 





agent to work as he will in the markets 
he wants to cultivate, with full freedom 
in the exercises of his abilities, as a pro- 
fe ssional man, with no limit on his earn- 
ings. He really is engaged in individual 
enterprise ... the American way.” 

Mr. Schaaff pointed out that alterna- 
tives to the agency system as a market- 
ing device have been tried over the 
years. “Frankly,” he admitted, “in 
searching for alternatives, I met with 
a notable lack of success. If life insur- 
ance is the best basis for family ‘financial 
planning, as I know that it is, and if life 
insurance is important in the financial 
affairs of business org nizations, there 
seems to be no escaping the fact that 
professional life insurance, counselors 
are required. If. this be so, then the 
client-customer relationship,” must be a 
continuing one, and it follgws that the 
life insurance agent must be properly 
compensated for his counseling service. 

“It has been said that any business 
may have high marketing costs in the 
beginning, but that when the missionary 
period is over, you can often find a 
cheaper method of distribution. 

“As a pure marketing devic 
counter 


e, over-the- 
selling might be less expensive, 


but it certainly would not get the job 
done. It is still a fact that life insurance 
is not bought voluntarily. It must be 


sold, and this applies particularly to per- 
manent cash value life insurance. 

“We might sell direct from the home 
office, or through a force of salaried 
agents at less expense, but if we did, I 
guarantee that Ameria would suffer. The 
effect on society and our economy would 
be marked and immediate. Fathers just 
wouldn’t provide for their families or 
their own later years. with the result 
that the burden would fall up mM society, 
specifically, the remaining productive 
workers. The capital av: tilable for indus- 
try would be drastically reduced, and a 
very major prop would be pulled out 
from under the economy of this nation. 

“Over the years we have increased our 
stature in the public eye. We have built 
up this public esteem painstakingly, step 
by step, within the tramework of the 
agency system. 

“Recently there has been a lot of talk 
about the threats to the agency system 
We hear this from agents, general 
agents and managers, company officers, 
and the trade press. There always seems 
o be some controversy, or 
some criticism to ‘keep us Stirred up 

“T don’t really 


some issue, 


believe that our com- 
petition or the so-called ‘threats to the 
agency system’ stem mainly from things 
outside our business. For example, I do 
not believe that mutual funds are a 
threat to our business, much less the 
agency system, if we go to work and 
do the education, sales and service job 
we ought to be. doing.” 

The speaker urged an aggressive and 
“ sitive approach in extolling the many 

nirtues of life 


insurance, and an end to 
i to he called “hanging out our dirty 
linen in public.” He observed, “Some- 
times I think much of this stems from 


competitive factors or frustrations over 
our own problems or failures. But why 
start a crusade, an investigation, an in- 
dustry committee, or worst of all, an 
appeal to the state or Federal govern- 


o” 


ment to step in? 


Mr. Schaaff concluded, 
to the agency system are our problems, 
and we’ should solve them ourselves. I 
would like to see us and America hold 
fast to the fundamentals which underlie 
our business, as so well demonstrated in 
the agency system: namely, individual 
enterprise, initiative and responsibility 
based on intelligent work and sound 
planning.” 


“These threats 


Many Topics Discussed 
(Continued from Page 1) 


in connection with the pension “busine 3S, 
Mr. Thore said that Life..Insurance’ As- 
sociation of America and the American 
Life Convention are supporting state 
legislation provided the annuities (paid 
to employes are fixed annuities. “This 
type of segregated pension .contract re- 
quires state legislation, and before it can 
be successfully implemented,” -he said, 
“we must resolve the question’ of 
whether SEC plans to assert amy; reg 
ulatory power over such segregated:ac- 
counts.” , 

With respect: to the Keogh legislation 
the pending bill is quite restrictive and 
it may be difficult to persuade owner- 
managers to adopt’ pension. plans for 
their employes when the amount of con- 
tribution in their own behalf 





is’ so. rel- 


atively small. There is: also the: question 
of whether self-employed individuals 
may want to fund their rétirement ton- 


tributions in equities, thus !raising the 
question of whether it may bé necessary 
to consider segregated accounts for this 
type of pension busines 

Another approach to ‘the pensions for 
self-employed is offered thr6tigh legisla- 
tion enacted in some 14 states which per- 
mit professions to incorporate, Mr. 
Thore said. “If a group of professionals 
incorporate they become employes ‘pre- 
sumably entitled to the: more: liberal 
pension prom, gm bs the current tax 
aws,” he stated. “The Internal Revenue 
Bureau has not he given its blessing to 
this type of arrangement.’ 

Mr ter m cane made sdme comments 
on “segregated assets,” saying: “It ‘will 
be impossible for life companies to ¢om- 
pete with individually administered 
trusts in the pension field without some 
revision of the company Federal income 





tax law to make certain that all invest 
ment income credited to policyholders is is 
fully deductible and caption from tax- 


ation any capital gains and losses added 
to or subtracted from the policyholders’ 
reserves in such accounts. Chairman 

lills of the Ways and Means Committee 
has asked the Treasury to study the in- 
surance companies yposed amendments 
and has stated his belief that. some, de- 
termination of the tax problem.can be 


made next year.” 
Keogh Bill Discussion 
Another question referred to current 


developments in the area of private in- 
surance to meet needs of the aged. This 
led to discussion of the Kéogh Bill. Mr. 
Johnson said that, barring increased dif- 
ficulties in the international scene 


with 
correspondingly increased defense dp- 
propriations and lightened ‘budgetary 


considerations the bill-should pass ‘during 
the next session of Congress. An amend- 
ment proposed by ALC and LIAA, de- 
signed to facilitate the use of level premitim 
life insurance, was adopted by the Senate .fi- 
nance committee and the requirement 
that a bank must be the trustee for 
trusteed plans was changed to provide 
that if the funds of the qualified plan 
were invested solely in annuity, endow- 
ment or life insurance contracts, a. cus- 
todial account with a bank would. be syt- 
ficient. 

In commenting on how aggressively 
the campaign is being waged’ for the new 
frontier Congressional proposed legisla- 
tion, one of the speakers said regional 
conferences have been conducted in nine 
states by cabinet officers—an-ievidence of 
how the administration is trying to sell 
its program. Robert R. Neal, general 
manager, Health Insurance: Association 
of America, discussed the Connecticut 
voluntary insurance plan for age 65 and 
over risks. Now participating in the plan 
are 32 companies, including’ 22: -out- of- 
state companies. He recommended that 
other states study the plan: and adopt it. 
Canadian legislative situations were -€x- 

(Continued on Page 14)’ 
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A Paul Revere characteristic is its tradition of leadership in providing 
the finest in noncancellable disability income coverage to an ever- 


expanding Health insurance market. 


In addition, the Paul Revere is actively and aggressively merchan- 


dising its broad, competitive Life insurance portfolio. 


Moreover, Paul Revere’s success in the Health insurance field pro- 
vides a constantly growing market for more Life insurance sales, 
reflected by the great percentage of policyholders owning both 


Disability and Life coverage as clients of Paul Revere fieldmen. 


This ‘‘double-barrelled” sales advantage is another reason why 
career underwriters are attracted to Paul Revere as the kind of 


company in which they can build a sound and permanently profitable 


future. 


WORCESTER, MASSACHUSETTS / Canadian Head Office HAMILTON, ONTARIO 
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Life Sales Dependent on Our 
Economic Growth Says McKinley 


Life insurance sales 
the U. S. economic wth, Dr. Gordon 
W. McKink Vv, executive director of eco- 
omic and investment research at Pru- 


dential, said at LIAMA annual meeting 





5 ween 
Although the grow uur industry is 
ependent to some extent on the indus 
try Ss inter Ts es its success 
is bound to the success of the entire 
economy. “Our business can be prosper- 
us only if the entire economy is pros 





to two factors which affe ct 

















growth in the economy, Dr. McKinley 
said that one is the growth in population 
bor force and the other is the 

ent pe lan ur in ou 

( exp ition of this ma 
hot uitput, he emphasized, is the im- 
provemen f machines with which we 
work “] s e real capital of the na 
ti e s W h determines s 
stand: iy g g vth rate de 
pends s:cally on growth and im- 
provement of this store equipment 

nd knowledge 

The greater the future investment in 
capital goods, the greater the economi 
growth, Dr. McKinley pointed out. He 
ate at 7 ee that there is a 
U. S. of the 

lect investment in 





capital goods. “If we can devote a great- 
er proportion of our resources toward 


capital goods in the years ahead, there 
is no question that our economic growth 
rate will accelerate 


‘The life insurance industry is doing 
its part by encouraging a larger flow 
of savings, much of which is directed 
throug h hfe company investments toward 

bu il ling the capital plant of the na- 
tion,” the speaker said. 


Growth Industry 

“The life insurance industry is a 
growth industry,” Mr. McKinley empha- 
sized. “It is importantly influenced by 
the economy as a whole, but its growth 
rate has outstripped that of the economy. 
Not only have life insurance sales grown 
much faster than disposable personal in- 
come, but the margin of difference in 
growth rate has accelerated over the 
years 

“In the decade ahead, I think that the 
real growth rate of the U. S. economy 
will be higher than in the decade just 
past, and the growth of life insurance 
will proceed at an even more 
rapid pace,” the speaker said. “In 1970, 
rsonal income after taxes in the U. S. 
is likely to total about $570 billion, an in- 
above the 190 level. If 
ife insurance continues to grow relative 
to income as it has in the po stwar period, 
life insurance sales of U. 5S. companies in 
1970 will total about $190 billion, con- 
siderably more than double the 1960 
sales volume.” 


crease of 62 
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FIDELITY’S NEW SYMBOL 
... Signifying our 
modern approach, 
but expressing, above all, 
the faithfulness which 
our name implies. 
om FIDELITY 
MUTUAL 
LIFE 
The Parkway at Fairmount Avenue » Philadelphia, Pennsylvania 


Hutchinson Views Value of LUTC 


Chicago—Alexander Hutchinson, vice 
president, Metropolitan Life, pointed out 
in his LIAMA address here that objec- 
tive and careful research was serving as 

basis for the continuing improvement 
and strengthening of the courses offered 
by the Life Underwriter Training Coun- 
cil. Mr. Hutchinson, who is the immedi- 
ate past president of LUTC, described 
survey made by LUTC and 
LIAMA of the attitudes and life insur- 
ance history of over 4,000 actual or po- 
tential customers. 


the joint 


Emphasizing that the 
questions were asked by an independent 
and objective organization, Mr. Hutch- 
inson said, “These people told us a lot 
of interesting things about ourselves and 
muir business. Some of the things they 
told us confirmed opinions we already 
held. The survey also turned up a few 
things that caught us completely by sur- 
prise, things we'd never thought of at 
all. All these findings are being incor- 
porated into this year’s new courses so 
that now LUTC is doing an even better 
job of helping the student salesman to 
know his customer.” 

He emphasized the use of the findings 

building agents’ confidence in the re- 
‘eptiveness of the public to his story 
and their willingness to help the agent 
with referred leads. The study shows 
that such confidence is even more ap- 
propriate among people with higher ed- 
ucation since they are more likely to 
have favorable attitudes in actual exper- 
ience with life insurance. 

Mr. Hutchinson pointed out that not 
all the findings were positive. “People 
seem to think that their life in- 
surance men sell them a policy and then 
take off like a hunter in pursuit of a 
cheetah, never to be seen or heard from 
again. People want service lots of 
service. And whether they are right or 
wrong, 85% of your customers think that 
they get no service at all,” he said. 

He emphasized that LUTC courses are 
teaching salesmen how to give custom- 
ers what they expect, want, and think 
they don’t get. He noted particularly the 
public’s expression of approval of the 
programming approach, and their desire 
to feel that the agent is really inter- 
ested in their needs rather than in get- 
ting a quick commission. 

In emphasizing this point, he stated that 
the survey reveals that people are en- 
tirely willing to divulge the most in- 
timate financial details to their insur- 
ance men. They expect to be asked such 
questions if the agent is to do the job 
they want done. 


Currently 20,000 Students 


In discussing LUTC, he reported that 
there are currently 20,000 students tak- 
ing LUTC courses in 1,200 classrooms 
throughout the country, and that 87% 
who sign up for LUTC in the fall ac- 
tually complete their final examinations 
in May. Reminding his audience that the 
LUTC program started 14 years ago with 
133 students, he said, “This increase in 
students, and that rate of persistency, 
is an indication of the value of LUTC.” 
He also pointed to evidence that LUTC 
training pays off to the agent in more 
sales and bigger unit sales. “And from 
now on,” he said, “LUTC is going to give 
a bigger payoff. Because now every stu- 
dent will have 4,000 customers sitting 
with him in the classroom. Every stu- 
dent will know more about what makes 
the customer tick; he'll know how to 
cultivate his better prospects; how to 
give better service; how to touch the 
buttons that ring home to the prospect.’ 

Noting that the life insurance business 
is entering an era of increasing popula- 
tion, longer life, women living longer 


than men, a longer retirement period, 


more leisure time, more women, mor¢ 
widows, and more education, he said, 
think we have the responsibility to pro 
vide men who are thoroughly competent 
to protect families and to help peopl 
save at the same time.’ 

Pointing out that company training 
programs are both desirable and neces 
sary, he said, “But LUTC can give you 
a big plus, and you can tell I think so 
because we have 5,000 men at LUT‘ 
classrooms every week, every year. The 
big plus is that LUTC gives your men 
the best selling ideas from all insurance 
companies, not yours alone. And thanks 
to the new joint survey, the LUTC pro- 
gram is even more useful now than ever 
before. It can teach your men what their 
customers want, because in every LUTC 
classr yom, there are now 4,000 custom- 
ers, 


Agency System — Hays 
(Continued from Page 3) 


unite in a campaign of education in the 
basic composition of policy contracts, 
rates and reserves, the appeal of the 
‘easy dollar’ will win out over ethical 
concepts and ‘the twisters will add 
thousands of new recruits to their ranks 
each year.” This was the warning of the 
veteran general agent. 

The fourth kind of agent who must 
adjust to the changes in distribution 
methods is the career agent who has 
qualified himself by hard study to under- 
stand the uses of life insurance in a 
changing economy. “The quality of this 
agent’s business is a reflection of ‘his 
professional concept of his job.” The 
speaker said that there are companies 
whose agencies encourage agents to adopt 
the image of this agent as the goal of the 
field development. 

“These superior life underwriters are 
prospering,” Mr. Hays said, “their clients 
are receiving the service they deserve, 
and their companies are enjoying a high 
quality of business. The agents I have 
just described are the ideal products of 
the agency system.” 

A set of nine principles which form 
the operating philosophy of those com- 
panies and agencies in which the agent 
is the indispensable man in their scheme 
of operations were outlined by Mr. Hays. 

“1. Personal service is the priceless 
ingredient in sound life insurance owner- 
ship. 2. Adequate personal service can 
only be applied by competent well-trained 
career agents. 3. First develop superior 
field practitioners, then place major 
emphasis of public relations and adver- 
tising on the quality of the service which 

life insurance owner can expect from 
these agents. 4. Be satisfied with slow 
growth of sales. Realize that profitable 
business is that business which stays 
and pays. Compensate field manage- 
ment on renewal business since that is 


where most profitable company gains 
are made. 5. Resist the temptation to 
recruit too rapidly because no agency 


can adequately train more than a limited 
number of new agents at one time. 6. 
Give every encouragement to education 
in depth for field agents who have the 
capacity to take it. New markets open 
up for men who know their business. 
7. Protect the ordinary agent’s market 
in every way possible. 8 Keep up to 
date by developnig new policy features 
and riders, but when possible make these 
retroactively available on existing pol- 
icies. 9. The quality of the agent deter- 
mines the quality of business. 

“The future of the agency system as 
we know it and the continued confidence 
of the public in life insurance depend on 
how determined we, as agency builders, 
are to provide an environment in which 
strong men of integrity may prosper,’ 
Mr. Hays concluded. 
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McNab On Overseas Agency System 


Chicago—“Our strongest believers in 


the North American method of merchan- 
disiny are our people outside of this 
continent,” K. G. MeNab, vice president 
and chief agency officer of Manufactur- 


ers Life said here last week. ' 
“They have seen its superiority in di- 
with other methods. 


rect comparison 

Now we have second and third genera- 
tion believers selling a new crop of 
potential life insurance men the gospel 
of sound life insurance service through 
well trained specialists.” 

Although some adaptations have been 
necessary according to the psychology 
and customs of the people, deviations 


have been slight because of the funda- 
i] desire in everyone to protect his 


ment 
family and the vital role of the sales- 
man in motivating people to action. The 


Manufacturer’ s approach in entering new 
countries has been based on the twin 
objectives of quality business and com- 
petent life underwriters. 

Mr. McNab explained that the training 
material and methods used in agency de- 
velopment outside of this continent have 
been similar to that in Canada and the 
U. S. The company’s basic training 
course and the advanced business course 
are being used abroad, and many of their 
men have earned their CLU designations. 
“Our people abroad have showed at least 
an equal interest with those at home 
in the professional aspects of life under- 
writing and in their endeavor to make 
themselves technically proficient.” 

Following the pattern of agency man- 
agement used in ‘North ‘America when 
entering other countries was perhaps 
more difficult than conforming to local 


customs, Mr. ‘McNab said, “ the re- 
sults have proved effective. “By doing 
it the hard way, we not only attracted 


the type of men we wanted but en- 
gendered in them a feeling of loyalty and 
teamwork, the consciousness of greater 
prestige and of personal reward for a 
job well fone? 


Various Systems Used 


Other companies use various systems 
of merchandising in overseas territories 


the speaker pointed out. “Some use 
salaried men who derive most of their 
business from part-time agents and 


brokers. Others use whole-time men with 
small salaries, large first-year commis- 
sions but no renewals. Still others have 
a first-year commission and_ renewals. 


In addition there are a number of com- 
posite offices selling both life and cas- 
ualty. 

“In the United Kingdom,” he said, 
“there are three domestic outlets for life 
insurance: combination companies (most 
of whom sell casualty as well); com- 
posite offices which are mainly general 
insurance companies with a life section; 
and the purely life offices. There are 
companies with no agents.” 

However, ‘Mr. McNab said, “many of 
the major ‘British companies work abroad 
and I have noted that when they do they 
tend to use a system similar to ours.” 

The speaker said that he was not dis- 
paraging the companies who use these 
other methods, that many of these sys- 
tems are quite efficient and have pro- 
duced good results. “What has been 
wanting, however, in most of these sys- 
tems is a higher level of life insurance 
counsel at the point of purchase and as 
a derivative the failure of the business 
to attract high quality representatives in 
the same numbers.” 

Mr. McNab concluded his discussion of 
our agency system overseas by suggest- 
ing that life insurance men on this con- 
tinent might take a fresh look at the 
achievements of the system. “There is 
pessimism in some quarters here about 
our Agency system,” he said. “I have 
no quarrel with constructive chi inge but 
pessimisim is another thing. The grow- 
ing interest of life insurance people out- 
side this continent in the results we have 
achieved and the system we use indicates 
their appreciation of its value. 

“There may be cheaper ways of getting 
business, though I doubt it. There cer- 
tainly are easier ways, but there is no 
better way!” 


Economic Growth—McKinley 


(Continued from Page 6) 


Dr. McKinley said that he thinks that 
the success story of life insurance should 
be told to the public. “There has been 
much too much emphasis in the insurance 
industry on what a small amount of in- 
surance the average man has, on how 
unaware he is of his insurance needs, on 
how inadequately we are reaching the 
market. Let’s switch the emphasis 
around and begin telling the American 
public how successful this industry is, 





Office administration. 
writer, 93 Nassau Street, New York 38. 





TOP TALENT AVAILABLE 
Now successful top executive, Life Company, national experience. Can build company 
from zero or rebuild. Proven ability to build great sales organization plus Home 
Must have tenure and equity. Box 2952, The Eastern Under- 








how rapidly sales have grown, how much 
greater a proportion of income is being 


devoted to premiums, how much more 
widely and adequately protected the 
average American family is today.” 


Dr. McKinley pointed out that competi- 
tive industries tell the public about their 
rapid growth and wide acceptance of 
their products. “But,” he asked, “does 
the American consumer know that the 
average family in the U. S. has almost 
three and one half times as much life 
insurance as it had in 1945? I doubt it 
because we haven't bothered to tell him 
Let’s spread the good word around so 
that everyone will know just how suc- 
cessful and widely-demanded our prod- 
uct is.” 


Regard Future Businessman 
With Great Expectations 


Chicago—“It is my belief that to- 
morrow’s business, with its many op- 
portunities and challenges, will attract 


our best ‘brains and talent and that the 
businessman of the future, expressing 
himself through the corporation, will meas- 
ure up to the performance expected of him. 
That is why I regard the business- 
man of the future with great expecta- 
tions,” said Dr. Courtney C. Brown, dean 
of the Graduate School of Business of 
Columbia University, in his talk here. 
One attribute of the successful busi- 
nessman of the future, Dr. Brown re- 
marked, “will be his ability to work with 
and through people. He must also par- 
ticipate in the intellectual leadership of 
the community. Also his interest and 
participation in intellectual and_ political 
life must not stop at national boundaries 
if he is to serve effectively his institu- 
tions. The world is crying for develop- 
ment and no group has more experience 
than ‘businessmen in the development of 


resources. 


C. S. Ohsner to Address 
New York City Association 


The November educational meeting of 
The Life Underwriters’ Association of 
the City of New York will be held in the 


Hotel Commodore, November 16, at 2:45 
p.m., according to Association Educa- 
tional Vice President Mark C. Muller, 


CLU, Phoenix Mutual. This meeting is 
the second of a series being arranged 
by Mr. Muller and dedicated to increased 
earnings of the field agent. 

The only speaker of the afternoon will 
be Clarence Ohsner, life broker and 
president, ‘Business Insurance Service, 


Inc., Columbus. Mr. Ohsner will discuss 
“Selling Business Insurance in Today's 
Market.” 


Mr. Ohsner will answer Questions at 
the conclusion of his address. There will 
be no admission charge and admittance 
is restricted to members only. 
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Young men can’t resist this “Capital 
Return” Plan...o/der men find it very i 
appealing for their sons, grandsons. | 
With this Plan your client has the guar- 
antee that his annual premiums will be q 
returned at the end of 20 years. Life ] 
Insurance Protection plus a full share t 
of dividend earnings 
throughout. i 
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H. O. LIFE UNDERWRITER 
$7,500 

A fast growing company located on 
the southeastern seaboard is seeking a 
young man to assume a responsible Un- 
derwriting desk. Approval limits up to 
$35,000. The company wrote a volume in 
excess of $250 million in 1960, and should 
better that mark this year. Operates 
chiefly in southeastern states. Refer in- 
quiries to Specialist Bruce Van Keuren. 


#E-1227 


GROUP METHODS ANALYST 
$6,000 


If you are a college graduate, with a 
minimum of two or three years in Under- 
writing or Accounting you have an oppor- 
tunity to join one of the finest of all 
New England companies. The experience 
and prestige which can be attained will 
be invaluable in furthering your career. 
An analytical mind is necessary for this. 
Inquiries to Bruce Van Keuren. # E-1228 








HEALTH SALES DIRECTOR 
$13,00 


lf your accomplishments are going un- 
noticed this is your chance to join a 
small, yet very progressive young eastern 
company. A _ thorough knowledge in 
Health sales management is required and 
a background showing excellent job sta- 
bility. It is a ground floor opportunity 
with unlimited potential. All inquiries 
will be confidentially handled by Special- 
ist Bill Hemingway. #E-1229 





GROUP SALES MANAGER 
$13,000 


This opening calls for a man with prior 
experience as a manager and who has 
administrative ability, A necessary re- 
quirement is a direct working knowledge 
of Association Group business. This em- 
ployer is a well known general agency, 
over 50 years old, in a large eastern city. 
Any inquiries will be treated in confi- 
dence by Bill Hemingway. 

#E-1230 





FERGASON 


330 S. Wells St. 





Without any obligation, send for our brochure, 


HArrison 7-9040 


"How We Operate." 


PERSONNEL 


Insurance Personnel Exclusively 


Chicago 6, Illinois 





JUNIOR LIFE ACTUARY 
$9,000 


One of New England's most famous 
combination companies wants a young 
man who has achieved 4B in Actuarial 
examinations. An opportunity to progress 
into management status exists and the 
future is unlimited for an ambitious, hard 
working man. This job is representative 
of many currently listed with us. Bruce 
Van Keuren will handle all inquiries on a 
highly confidential basis. #E-1231 


H. O. LIFE UNDERWRITER 
$6,00 

Many young men with great talent and 
possessing potential management quali- 
ties feel they are lost in the vast shuffle 
of a giant company. This, however, is a 
small company in New England where 
recognition and personal career progress 
go hand in hand. This offers an excellent 
training program to anyone continuing to 
learn the business. Refer inquiries to 
Bruce Van Keuren. #E-1232 














Page 8 


The Eastern Underwriter 


November 13, 196] 








HEAR VICTOR R. GOLDBERG 
R. Goldberg, CLU, 
agent for Long Island of Mutual Bene- 
fit Life, at the Life 


Elected to Board of NwNL 


Directors of Northwestern National 
Life elected Gordon Murray, president, 
First National Bank of Minneapolis, a 
Underwriters meetings in ‘director of the insurance firm at a re- 
~ Des Cent meeting of its board. Mr. Murray 
will fill the vacancy which resulted when 
Robert W. Anderson resigned earlier 
this year. 


Victor general 
was guest speaker 
Association 
Colorado Springs, Omaha and 
Moines. Mr. Goldberg 
»f the mutual fund operation. 


covered phases 





Pension and Profit Sharing Plans 


Large insurance agency seeks competent person to handle this phase 
of its operation. Attractive salary and bonus. Box 2951, The Eastern 
Underwriter, 93 Nassau Street, New York 16, N. Y. 

















MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 


Quality Disability Income Protection 


ie de 


Our aim is to provide protection 
that is capable of doing the job for 


which it was purchased. 


LOYAL ATKINSON 


General Agent 


60 East 42nd Street New York 17, N. Y. 
MU 7-5212 


























The Plus Factor . 


In underwriting and servicing insurance and pension 
plans the plus factor is "know-how." 


ULLICO was founded expressly for the purpose 
of underwriting and servicing all types of welfare 
plans for trade union groups. 


Get the “plus factor"... 


Get the benefit of ULLICO's know-how and experience 


WRITE 
THE GROUP DEPARTMENT 


THE UNION LABOR LIFE INSURANCE COMPANY 


850 Third Avenue—New York City, 22 


EDMUND P. TOBIN, President 














N. Y. MANAGERS NOMINATE 


E. Lloyd Mallon Heads Slate for Year 
1962; Arnold Siegel and Henry G 
Barnhurst Named 

E, Lloyd Mallon, CLU, Massachusetts 
Mutual Life, has been nominated for the 
presidency of the Life Manz agers Asso- 
ciation of Greater New York, Inc., for 
the year 1962. Arnold Siegel, Union 
Mutual, was nominated for vice pres- 
ident and Henry G. Barnhurst, CLU, 
Provident ‘Mutual, was nominated for 
secretary-treasurer. Mr. Mallon is cur- 
rently serving as vice president of the 
association. President is Harold A. 
Loewenheim, CLU, Home Life of New 
York. 

Directors nominated include 
E. Drimal, CLU; Charles J. Bue- 
sing, CLU; David B. Fluegelman, 
CLU; Harold A. Loewenheim, CLU; 
John S. Gaines, OLU; Benjamin D. Sal- 
inger, CLU; Alfred H. W inston, CLU, 
and Gerald H. Young, CLU. 

Committee chairmen nominated include 
Robert V. McWilliams, planning com- 
mittee; John A. Newman, law and legis- 





Charles 


lation; Milton Weiner, membership; 
Hans M. Guenther, CLU, business prac- 
tices 


International Life Names 


Cassano Chief Underwriter 

Anthony J. Cassano, widely known in 
insurance circles, has been appointed 
chief underwriter for International Life 
of Buffalo. Harold D. Farber, president 
of International Life, in <rpeymrd Mr. 
Cassano’s appointment, said he brings to 
the company his many years of wide and 
varied experience in the field of under- 
writing. 

Mr. Cassano was born in Garfield, New 
Jersey, and is a veteran of World War II 
having served in the European Theatre 
of Operations as an infantryman in the 
Army. 

He started his life insurance career as 
an agent in the field, then became a gen- 
eral insurance broker and subsequently 
became the office manager of a large 
New York agency that did $40 million 
of new Ordniary business in one year. 
He then became assistant secretary and 
chief underwriter for a life insurance 
company in New York City before as- 
suming his present position with the 
International Life. 





Key — pportunities 


in Maryland, Delaware, 
District of Columbia, 
Virginia, Pennsylvania, 

Ohio, Indiana, 

North and South Carolina 
for a General Agent who 
wishes to be part of the team 
owning the company. 

Write today for 


The 
Chesapeake Life 
Story 





Leonard H. Rosenberg 
President 
THE CHESAPEAKE LIFE INS. CO. 


611 St. Paul Street 
Baltimore 2, Maryland 
LE 9.5800 














Heads General Agents 
Assn., Fidelity Mutual 


RRS, BN ORE ee 


re 





ARTHUR L. SULLIVAN 


Arthur L. Sullivan, general agent, Fi- 
delity Mutual Life in New York City, 
won another honor when he was elected 
president of his company’s General Agents 
Association at its recent convention in 
White Sulphur Springs. Three of his 
other distinctions were being president 
of Life Supervisors Association of New 
York; president of Life Managers Asso- 
ciation of Greater New York, and in 
1957-58 was president of Life Underwrit- 
ers Association of the City of New York. 

Mr. Sullivan, who was born in Hart- 
ford, began his insurance career in the 
home office of The Travelers. After nine 
years’ experience he came to New York, 
joining the Fraser agency of the Con- 
necticut Mutual as supervisor. Later he 
became brokerage supervisor for the 
Guardian, eventually becoming associate 
manager of the Doremus-Bragg Agency, 
which post he resigned in 1945 to join 
the Fidelity Mutual Life as general agent. 


Mutual Benefit Life Sets 


New Production Record 


In the annual October sales campaign 
of Mutual Benefit Life, Newark, an all- 
time high of $161,795,105 in new life in- 
surance was submitted. The 1961 Oc- 
tober figure is an increase of more than 
$26 million over last year’s contest and 
the greatest increase in the campaign’s 
history. 

Agents of the company’s nationwide 
field organization accomplished this rec- 
ord in a contest known as the “Duel.” 

As a special 30th anniversary tribute 
to President H. Bruce Palmer, who joined 
Mutual Benefit Life in 1931, the com- 
pany’s general agents pledged to surpass 
their agency quotas by a total of $30 
million. This feat was accomplished. 

Leading company agency was the Wil- 
liam T. Earls Agency in Cincinnati with 
$7,656,622 in submitted business. Second 
was the Theron M. Lemly Agency in 
Memphis, which submitted $7,600,700 of 
new insurance. 

Six agencies passed the $5 million 
mark. They were Murrell Brothers, Los 
Angeles, $5,929,150; Edward L. Rosen- 
baum, New York City, $5,660,419; Solo- 
mon Huber, New York City, $5,271, 834; 
Laurance W. McDougall, Cleveland, $5,- 
200,837; Paul L. Guibord, Newark, $5,- 
135,056; and Albert G. Schmerge, New 
York City, $5,093,857. 

Three other agencies passed the 4 
million mark. They were William N. 
Thurman, Atlanta, $4,885,582; H. Pres- 
ton Smith, Denver, $4,523,271; "and W. O. 
Caterton, Houston, $4,102,584. 
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Postal Life General Agent 
ee 


WILLIAM J. HARFORD 


Appointment of William J. Harford 
as general agent for Postal Life of New 
York has been announced by Donald L. 
Smith, director of agencies for the com- 
pany. His offices will be located at 400 
Madison Avenue, New York. 

Formerly assistant regional vice pres- 
ident, northeast region, for New York 
Life, Mr. Harford joined that company 
ten years ago as district Group manager 
in Boston, was transferred to New York 
as district Group manager, named re- 
gional manager, northeast region and 
then appointed assistant regional vice 
president. 

Mr. Harford started his career with 
The Prudential, was made Group serv- 
ice representative and then transferred 
to New Orleans as district Group man- 
ager. He opened the Group office for 
Prudential in New Orleans. 

Mr. Harford is a graduate of Harvard 
University, a member of the Harvard 
Club and the New York Chamber of 
Commerce. He was a captain in the Ma- 
rine Air Corps and a fighter pilot in the 
South Pacific during World War II. 


National Life, Vt., Names 
Three New General Agents 


National Life of Vermont has named 
three new general agents. 

Andrew T. McGuire has become gen- 
eral agent in Cincinnati, with nine south- 
western Ohio counties in his territory. 
He was formerly agency supervisor in 
Jacksonville with Massachusetts Mutual. 

Kenneth A. Mouw will head the Grand 
Rapids general agency, with 13 western 
ichigan counties in his territory. He 
was with Equitable Society in Muskegon 
as agent, field assistant and district man- 
ager. 

\. T. Hatch is the new general agent 
in Manchester, with the territory of the 
State of New Hampshire, northeastern 
Massachusetts and Worcester County, 
Mass. Previously he was vice president 
of the Burroughs & Hatch Agency, 
Inc. which was National Life’s sales 
branch in the area. Robert P. Burroughs, 
president of the former agency, will take 
over more active management of R. P. 
Burroughs, Inc., a pioneer actuarial and 
consulting firm. 


Massachusetts Mutual to 
Continue Dividend Scale 


Announcement was made that Massa- 
chusetts Mutual Life’s present dividend 
schedule will be continued during 1962, 
except on five-year Term plans where 
the dividends will be increased. 

Tt was also announced that the rates 
of interest on dividend accumulations and 
settlement options are being increased. 
The interest on funds held for payments 
not involving life contingencies under 
optional methods of settlement will be 
based on 3.9% per annum after January 


The interest rate allowed on dividend 
accumulations is being increased to 3.9%, 
effective the first of the year, to reflect 
the more favorable tax position as well 


as the current earning rate of the com- 
pany 


ADVANCE PREMIUM RATE 





Now Being Discounted on Basis of 4% 
Interest by New York Life; No 
Limit on Number or Amount 

Premiums paid in advance to New 
York Life now are being discounted on 
the basis of 4% interest. This is the first 
time since 1933 that the rate has been as 
high as 4%. 

There will continue to be no limitation 
on the maximum number of advance pre- 
miums that may be discounted nor on 
the amount of money the company will 
accept as advance payment. 


The Northwestern Mutual 


point of view in advertising: 






offer timely advice 


As both a Northwestern Mutual policyowner and prominent member of the 
N. Y. Stock Exchange, Mr. Alpheus C. Beane is in an excellent position to com- 
pare life insurance with the stock market. 

This he does in the timely Northwestern advertisement shown below .. . and 
the merit of his message is sure to start some serious second-thoughts in the 
minds of millions of stockholders who read TIME and NEWSWEEK. 


“Life insurance policies . 
should come before stock certificates: 





KARSH, OTTAWA 


NE! 
NORTHWESTERN MUTUAL POLICYOW 


a 
of advice for the investors of Americ 


by ALPHEUS Cc. BEANE 
Senior Partner, J. R. Williston & Beane 
New York Stock Exchange Firm 


Words 


F 1 talk these 
“ WAY A LOT OF MEN sun 
on you might think that life in- ily's fi 
, n 
surance and the stock — were | 
tition with each other. 
oo They'te not—and never should be. 


Both are fine forms of investmer 


The NORTHWESTER 


“BECAUS 






























WANTED 
Experienced group representative (at least 3 years) capable of assum- 
ing managership of group office. Expanding group organization 
offers substantial salary based on qualifications plus bonus plus 
opportunity for advancement. Must speak fluent Spanish. Forward 
complete resume. 
Box 2950 
The Eastern Underwriter 


93 Nassau Street New York 38, N. Y. 





rn. Mr. Beane started his life insurance pro} 


spimiob-t 
has a specificyo 
po fe insurance comes first. 
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There is a difference! 


Facts about 
Northwestern 
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Mutual success! ‘ 
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@ Northwestern Mutual has been in = ‘ 
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largest life insurance company in t £ 
nation, and the sixteenth largest corpo- € 
ration. 

e@ Northwestern Mutual has over = i 

f life insurance in 

billion dollars 0 sheet 

with nearly half of all new business com: a 

ing from present policyowners. 


@ Northwestern Mutual has led in low 


net cost among major life insurance 


companies year after year. 
8! a is y 23 ¥ ig 


@ The percentage of peeing a 

f Mutual agents placing over a million 
— — dollars of life insurance a year is fen times 
greater than the average for all life in- 
surance agents 
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too. Our stock market, I strong 


o do. For 
fore a man enters the 
ly suggest he first | j 
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ly you with more in! a 
pnd obligation whatsoever. The North 
western Mutual Life Insurance Company, 
Milwaukee, Wisconsin. 
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Provident Mutual Names 
Supple in San Francisco 


Frederic E. Supple, Jir., manager of the 


Sacramento Valley Provident 
Mutual Life of 


appointed manager of one of the 


Agency of 


Philadelphia, has been 
com- 
pany’s San Francisco agencies 

Stanford 


Mutual in 


Mr. Supple, a graduate of 


University, joined Provident 
1951, as a member of the 


heads He 


the year for three 


agency he now 


was named agency man ol 


successive years, and 
Provident million dollar 
in 1956 and 1958. In 


was a producer 
1959, he was selected 
to attend the company’s 


held at the 


management 


training school home office, 


and later that year was appointed man- 
-established Sacramento 


ager of a newly 


agency 


Mutual Benefit Life’s 
Dividend Scale for 1962 


Mutual Benefit Life, Newark, has an- 
1961 dividend scale for 
will be 


nounced that 


Ordinary insurance continued in 


1962 
The interest to be credited on certain 
policyholder and beneficiary accounts will 


he same favorable 
3.50% 


on dividend accumulations and 3.65% on 


also be continued at t 


rates as last year. These rates are 
settlement options 

The dividend distribution for 1962 is 
estimated at $34,000,000. The distribution 
for 1961 was about $33,000,000. 


crease represents the normal growth of 


This in- 


the company’s business in force and the 


increase from the “aging” of outstand- 


ing policies. 





service. Also need "Girl Friday" 





OFFICE MANAGER AND "GIRL FRIDAY" WANTED 


New life agency needs inside man to supervise office routine and brokerage 
to assist new man. Bright future, liberal compensa- 
tion and unlimited opportunity for experienced team or individual applicants. Write 
in confidence to Box 2953, The Eastern Underwriter, 93 Nassau St., New York 38, N. Y. 
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REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 

230 North Michigan Ave., 
1509 Main Street, Dallas 1, Texas 

400 Montgomery St., San Francisco 4, Calif. 


Chicago 1, Ill. 


Manager at Chicago for 
Continental Assurance 





ELMER F. 


LAYDEN, JR. 


Continental Assurance has opened a 


second branch office in Chicago, with 
Elmer F. Layden, Jr., as manager, it 
was announced by Robert B. Hamor, 


vice president and director of agencies. 
The new office is located at 208 S. La 
Salle Street; the other office is in the 
Insurance Exchange Building. 

James D. Baxter was named broker- 
age supervisor and Carole Crail, bro- 
kerage secret rit of the new office which 
will broaden the base of the company’s 
brokerage service in the Chicago area, 
said Mr. Hamor. All lines of life in- 
surance will be handled: Ordinary, Group, 
pensions and individual health. 

Mr. Layden is a graduate of Notre 
Dame University, class of 1952. He served 
in the Korean War as a Naval officer, 
and after three years in sales work 
entered the life insurance business in 
1957 with Connecticut General. He joined 
Continental Assurance in June, 1960, as 
associate manager of the Chicago branch 
office. 


Aetna Plans 1962 Meetings 


Aetna Life next June will hold four 
meetings of the Corps of Regionnaires, 
national honorary organization of the 
company’s leading producers. 

The first meeting will be at the Mon- 
mouth Hotel, Spring Lake Beach, N. J., 
June 5-8. Others are scheduled at Wil- 
liamsburg Inn, bp cmeoscaeer ig Va., June 
11-14; Hotel Del Coronado, San Diego, 
Calif., June 20-23, and The Broadmoor, 
Colorado Springs, Colo., June 27-30. 








UP 375% 
SINCE 1940, 


hospital rates con- 
tinue to climb. 
Springfield-Monarch’s 
Hospital & Surgical 
Plans help brokers 
build premium vol- 
For full details, 
call BEekman 3-6700. 


ume, 


O'BRIEN & O'BRIEN, INc. 
90 JOHN ST. 
NEW YORK 38, 
NEW YORK 


Complete 
Multiple-line 
Facilities 


























New York City Ass’n Names 
Officer, Three Directors 


A vacancy in the office of public rela- 
tions vice president and three vacancies 
on the board were recently filled by the 
board of The Life Under- 
writers’ Association of the City of New 
York, according to an announcement re- 


directors of 


ceived from Association President Robert 
[, Curtan, 32. Massa- 
chusetts Mutual. 

Timothy W. Foley, State Mutual Life, 
was elected as public relations vice presi- 
dent for the remainder of this administra- 
tive year with term expiring next June, 

Richard E. Werner, general ag ent, 
Manhattan Life, was elected as a director 
for three years, with term expiring in 
June, 1964. Roy R. Cobb, Mutual Of 
New York, and Sidney L. Wolkenberg, 


general agent, 


CLU, Union Central, were elected as 
directors for two years, with terms ex- 
piring in June, 1963. 


Messrs. Cobb, Werner and Wolken! erg 
have been active in Association affairs 
for the past several years. 


Prudential West Coast 
Managerial Changes Made 


Managerial changes in three Southern 

California district agencies of The Pru- 
jm were announced by Charles A. 
Waters, CLU, executive director of agen- 
cies. 

Ronald W. Rich, former training con- 
sultant in Northern California, was pro- 
moted to manager and placed in charge 
of the Inglewood district agency ; Ruben 
L. Nelson, former manager of the Ingle- 
wood district agency, was named man- 
ager of the Ventura district agency; 
Edward C. Mansfield, who formerly 
headed the Ventura district agency, was 
placed in charge of the Glendale district 
agency. 

Mr. Rich joined the company in 1954 
as an agent in Eureka. He was promoted 
to staff manager in 1955 and was named 
training consultant in 1958, 

Mr. Nelson has been associated with 
the company since 1947, when he was ap- 
pointed an agent in Long Beach. He 
was named staff manager in 1949 and 
training consultant in 1951. He became 
manager of the Yakima district agency 
in 1953 and the Inglewood district agen- 
cy in 1958 

Mr. Mansfield started as an agent in 
East Los Angeles in 1949. He was pro- 
moted to staff manager in 1951 and was 
transferred to Ventura in 1955. In 1958, 
after nine months as a traning consultant, 
he was named manager of the Ventura 
district agency. 


Ill. Mid-Continent Life’s 
Ordinary Life Portfolio 


Illinois Mid-Continent Life has_ in- 
troduced a complete portfolio of Or- 
dinary life policies. The line features 
par and non-par coverages with unre- 
stricted quantity discount. Reserves and 
non-forfeiture values are based on the 
1958 CSO Mortality tables. Some of its 
more competitive aspects are advantage- 
ous conversion privileges, almost un- 
limited use of Term riders, low net cost, 
as well as special plans designed for 
special needs of particular groups. 

The new series of 45 policies and riders 
was presented to over 200 company gen- 
eral agents and producers at a special 
seminar conducted by Lester M. Wintz, 
second vice president. 

To promote the portfolio a series of 
semi-monthly seminars has been sched- 
uled at the company’s home office in 
Chicago. Each of these will be followed 


by class room sessions for smaller groups. : 


“All in all,” said President John 
Weaver, “the company intends, by in- 
troduction of these new coverages, to 


give Mid-Continent producers the very 
best product available—products that will 
America. 


” 


be second to none in 
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GAMC Committee Chairmen 


Robert B. Pitcher, general agent for 
the John Hancock in Boston, and na- 
tional chairman of the General Agents 
and ‘Managers Conference of NALU, has 
announced the appointment of chairmen 
o! the organization’s standing and spe- 
cial committees for the administrative 
term, 1961-62. They are: Area and state 
conferences—Walter K. R. Holm, Jr., 
Connecticut Mutual, Providence; attend- 
ance at convention—Himes M. Silin, CLU, 
Lincoln National, Erie, Pa.; budget—Dale 
A. Simpkins, New York Life, Milwau- 
kee; education and training — Clare 
Weber, GLU, New England Life, Cleve- 
land; election—David B. Fluegelman, 
CLU, Connecticut Mutual, New York 
City; extension—Dale A. Singpkins, New 
York ‘Life, Milwaukee; management 
practice—Laurel E. Miller, Sun Life, 
Los Angeles; membership—L. Kent Bab- 
cock, Jr., CLU, Aetna Life, Philadelphia; 
1ominations—Carr R. Purser, Penn Mu- 
tual, New York City; operation manual 
—Hastings A. Smith, CLU, New England 


Life, Indianapolis; past national chair- 
men—Carr ‘R. Purser, Penn Mutual, New 
York ‘City; programs—William B. Hoyer, 
CLU, John Hancock, Columbus; pub- 
licity and publications—Robert L. Woods, 

LU, \Massachusetts Mutual, Los An- 
geles; resolutions—Emanuel M. Belkin, 
CLU, Prudential, Miami; and rules and 
regualtions—C, Carney Smith, CLU, Mu- 
tual Benefit Life, Washington, D. C. 

Local association programs—Dan A. 
Kaufman, OLU, Northwestern Mutual, 
Evanston, Ill.; public relations—Dur- 
ward R. Penrod, CLU, Metropolitan 
Life, Springfield, ‘ll.; relations with 
colleges and universities—L. Mortimer 
Buckley, GLU, New England Life, Dal- 
las; relations with other organizations— 
William ‘Arnold, John Hancock, New 
York City; quality business—Milton As- 
fahl, CLU, ‘Equitable of Iowa, Oklahoma 
City; and the special committee for the 
council for economic growth and security 
—C. Carney Smith, ‘(CLU, Mutual Bene- 
fit Life, Washington, D. C. 





Group Specialist for 
Arthur Milton Agency 





CHARLES ‘BACKER 


The Arthur Milton Organization, 500 
Fifth Avenue, New York, announces 
that ‘Charles Backer has recently joined 
its staff as Group specialist and account 
executive. Mr. Backer, who has an ex- 
tensive background in employe benefit 
plans administration, was formerly an 
officer of the Northeastern Life of New 
York. He is a graduate of City College 
of New York, where he became a mem- 
ber of Phi Beta Kappa. He continued 
his education at Columbia Law School, 
was graduated in 11951 and was subse- 
quently admitted to the New York Bar. 


N. Y. Supervisors to Meet 


The monthly luncheon meeting of The 
Life Supervisors’ Association of New 
York City will be held at noon, Novem- 
ber 14, at the Brass Rail Restaurant, 
Park Avenue and 40th Street. 

Guest speaker will be Robert H. Feld- 
man, expert in the field of Group insur- 
ance. Mr. Feldman will relate some 
interesting experiences in his long career 
as a Group salesman and administrator. 


DIVIDEND SCALE INCREASE 


New England Life’s Largest in History 
Company, President O. Kelley 
Anderson Announces 

The largest dividend scale increase in 
New England Life’s history has been 
voted by the directors for 1962, President 
O. Kelley Anderson announced. The 
amount set aside for payment to indi- 
vidual policyholders next year will be 
more than $44 million compared to $38 
million in 1961, a 16% increase. A major 
share of this increase will be applied to 
policies that emphasize savings, includ- 
ing retirement income and endowments, 
and to older policies. 

Mr. Anderson also announced an in- 
crease from 3.65% to 3.80% in the inter- 
est rate on dividend accumulations and 
increased dividends on money left with 
the company for payment under annuity 
and installment settlement options. In 
addition, he said, the company has re- 
duced premiums for the Term dividend 
option, increased dividends and reduced 
premiums on annuities and established 
an additional size gradation step, with 
higher dividends on policies of $25,000 
and over issued since 1957. 

Higher investment yields on New Eng- 
land Life’s $2.3 billion of assets enabled 
the company to take these significant 
steps. 

Normal growth of the company ac- 

counted for $1,250,000 of the increase 
while the new, more liberal scale will 
result in added dividend payments of 
$5,000,000. 
There has been a partial or general 
upward revision of the scale every year 
since 1953. The amount set aside for 
1962 dividends is more than two and one- 
half times the $17 million figure of ten 
years ago. 


GUARDIAN DISTRICT AGENT 

Stanley Lundahl, CLU, has been ap- 
pointed district agent for Guardian Life 
of America in Williamsport, Pa. 

A native of Michigan, Mr. Lundahl is 
a graduate of Lawrence College in Wis- 
consin. He entered the insurance field in 
1948, and achieved his CLU designation 
in September of this year. 





Pension and Employee Benefits, 


firm. 





ACTUARY 


Exceptional opportunity for improved earnings and fine future with leading 


As a result of recent expansion, an unusual opportunity has become avail- 
able with national consulting firm for an experienced actuary. 

Knowledge of both pensions and other employee benefits desirable but not 
essential provided individual has other necessary qualifications. 

The man selected will receive an attractive salary commensurate with his 
experience. Generous insurance and other benefits are also provided. He will 
have the opportunity to advance as rapidly as ability is demonstrated. 

ur staff has been advised of this advertisement. 

Write fully and in confidence concerning your background and experience 

to Box 2954, The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 
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“Life is death as far 
as I'm concerned...” 


YOU:... introduced a Life man toa 
client once...lost the sale, and the 
client, too... from high pressure! 
CG: That’s the beauty of our service 
.we make no sales recommendation! 
None at all! 
YOU: Look, I haven’t got the time... 
CG: We have! And our Life Consult- 
ant takes care of all the technical 
details. You’re in charge! 


YOU: What about commissions? 
CG: 


You get full commission on any 
sale made. As a matter of fact, using 
Connecticut General’s Life Depart- 
ment for the independent general 
insurance man, you can increase your 
profit 15% or more! 

YOU: Low pressure, no sales pitch, 
none of my time wasted...and 15% 
profit. Sounds better and better. What 
should I do next? 

CG: Call the C.G. office nearest you. 
There’s probably one in your city. Do 
it right now! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 


Ss. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 














“Where Business is Appreciated” 
CARL E. HAAS, C.L.U., INC. 
General Agent 


Continental Assurance Company 


32 COURT STREET BROOKLYN 1, N. Y. 
TRiangle 5-7362 














CANADA LIFE 
ASSURANCE COMPANY 


Look at these Ist year commis- 
sions and renewals. O.L. Preferred 
Life and L.P. 90—55%—132% & 
85s vested, O.L. High Immediate 
Cash Value Contracts 55% & 95s 
vested, Term policies—10 years or 
over 40% & 95s vested. Other 
Term policies—30% & 955 vested. 


OX 7-2950 








LOS ANGELES GENERAL AGENT 


Gilbert S. Nickerson has been named a 


general agent in Los Gen 





eral American Life of St. Louis. The 


company now agencies in 
Los Angeles 

The new neral agent entered the life 
i in 1952 and has had 
experience in both life insurance sales 
ind management, most recently with 
Occidental. He received his education at 
Woodbury College where he majored in 
business. He was in the Army from 


1942 to 1946 





insurance 








AGENCY 


c 
Street 


NASHEM 
110 East 42nd 


Let 





N. J. WEIDNER APPOINTED 





Named Pittsburgh General Agent For 
Lincoln National Life, Succeeding His 
Father, N. H. Weidner 
N. J. Weidner, CLU, has been ap- 
pointed general agent in Pittsburgh for 
Lincoln National Life, Fort Wayne, and 
his father, Norbert H. Weidner, is re- 
tiring from general agency responsibili- 
ties after 32 years of service, according 
to an announcement by Henry W. Per- 
sons, vice president and director of agen- 
‘ies. Under N. J. Weidner’s leadership, 
the agency will be known as N. 

Weidner & Associates. 

Norbert J. Weidner, CLU, a as- 
sumes leadership of the agency, has been 
in the life insurance business his entire 
adult life. Following a period of Army 
service, he became an agent in_ his 
father’s agency on the occasion of his 
21st birthday in 1945. In 1949 he entered 
home office work in the capacity of 
assistant director in the training de 
partment of Reliance Life, prior to the 
purchase of Reliance by Lincoln Life 

Two years later, Mr. Weidner returned 
to personal production as district man 
iger of his company’s West Pennsy] 
vania department. In 1954, he became 
associate general agent in the Weidner 
Agency, and was appointed co-gener./ 
agent in 1959 He is a graduate of Du 
quesne University. 

N. H. Weidner entered the life insu: 
ance business in 1923 and joined Reliance 
Life as an agent in 1929. In 1932, he 
entered organization work as field man 
ager of the western Pennsylvania d 
partment, and in 1934, he was named as 
sistant manager of the department. In 
1936, he was named manager and ap 


Lincoln Life Leaders 


Sales representatives of Lincoln Na 
tional Life, Fort Wayne, have just com 
pleted the company’s annual three-mont! 
Minute Man Club contest with 392 qual 
ifiers, the largest number in the history 
of this national sales contest. 


E. R. Broeker, of Lincoln Life’s L. 
Becker agency, St. Louis, has a, 
named president of the Minute Ma: 


Club and Howard E. English of the com 


pany’s Freeman J. Wood agency, Chi 
cago, has been designated vice presi 
dent, by virtue of having produced the 


largest amount of paid premiums dur 
ing the contest. This was Mr. Broeker’s 
second 


consecutive year as club presi 

dent. 
E. B. Bingham & Associates, Fort 
Wayne, earned national honors as _ the 


top-ranking Lincoln Life agency in num 
ber of Citb qualifiers, with 16 agents 
attaining membership by producing a 
minimum of $2,500 in paid premiums per 
man. 
AGENCY SUPERVISORS 

Stuart C. Ferris, CLU, agency vic 
president, Security Life and Accident, 
Denver, announces the appointments of 
Sam Scott, George Gallagher, and Joseph 
Crowley as agency supervisors. 


pointed to head the home office agency 
in Pittsburgh, Reliance’s largest. Under 
Mr. Weidner’s leadership, the agency has 
expanded through the years and is pres 
ently one of Lincoln Life’s leading agen 
cies. His son, Norbert J., has shared 
general agency responsibilities  sinc« 
1959, when he was appointed co-general 
agent. 





Members of Wm. T. Earls Agency. Left to right, standing: C. Robert Purnhagen, Albert F. Groenke, James H. Wern- 
ke, Robert Wydman, John H. Gall, Morton L. Spitz, George D. Pauly, James M. Fehring, Robert G. Reber, Paul L. Oliver. 


Seated from left to right: 
Mutual Benefit Life; 


Joel A. Blandford, Robert J. Wagner, C. E. Davison, Sidney Weil, H. Bruce Palmer, president of 
William T. Earls, Norman Weitkamp, Joseph Cusher, Robert B. Meese, A. Robert Groenke, Jr. Not 


pictured are Wallace H. King, Robert Lauer, Edwin S. Beveridge, Donald E. Stull and Preston Y. Wright 


The William T. Earls Agency in Cin 


nnati of Mutual Benefit Life has 
passed the $250 million mark for life 
in torce 


nsurance 
The agency was saluted on its achieve 
President H. Bruce Palmer at 
the annual agency dinner in Cincinnati 
Mr. Palmer noted that 11 of the full 
time agents have achieved Million Dollar 
Round Table status this year. He pointed 


ments by 


out that 12 Cincinnati agents, formerly 
under Mr. Earls, have gone on to man 
age their own agencies. 

In his remarks, the company’s chief 


executive made special mention of th 
consistently high quality of work pro- 
luced by the Cincinnati agency and con 
gratulated the members on the outstand- 
ing volume of life insurance production. 

The figure of $250 million of insuranc¢ 
in force, he said, has not been vested 


by 87% of the life insurance companies 


in the nation 
In achieving professional status, Earls 
gents receive training in estate plan- 


insurance, and the use of 
Mutual Benefit’s method for 
income planning 


ning, business 
\nalagraph, 


family 


MILWAUKEE LIFE MANAGER 

Frank J. Carey, chief executive of Th« 
Employers’ Group of Insurance Cos., 
recently announced the appointment of 
Thomas J. Balistrieri as life manager in 
Milwaukee. Mr. Balistrieri entered the 
life insurance business with The Pruden- 
tial and his most recent assignment has 


been as sales supervisor for the Life 
Insurance Company of North America. 
He is a graduate of Marquette Univer- 


sity and aaed in the Navy as lieutenant 
(jg.) 





Mass. Mutual F Fund Gift 


Massachusetts Mutual Life has con- 
tributed $127,510 to the 1961 Greater 
Springfield United Fund-Red Cross cam- 
paign. This amount is believed to be the 
largest single contribution ever made by 
a company and its employes to the 

United Fund drive § and 
> Massachusetts Mutual’s total 
contributions to the Fund in the past 12 
years to over $1 million. 

The 1961 figure was 106% of the com- 
pany’s assigned quota and included near- 
ly $52,000 in pledges from employes, the 
balance being the corporate gift. Among 
the nearly 2,000 home office employes, 
99.3% supported the drive, and the aver- 
age employe gift was $26.24. 


Springfield 
brought the 
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MASSACHUSETTS MUTUAL FIELD FORCE 


OF 
ACCOMPLISHMENT 














How much do 


uw 


The 1960 average earnings of Massa- 
chusetts Mutual full-time representa- 
tives with five or more years experi- 
ence was $13,505. 


The top 100 averaged $28,387. 


they earn? 


With whom do 
they deal? 


Our clients — individuals and business 
organizations — buy over a billion 
dollars of new ordinary life insurance 
each year, plus almost half a billion of 
group. Our average ordinary policy 
in 1960, excluding those issued in pen- 
sion plans, was $15,952. Business In- 
surance accounted for almost $175 mil- 
lion of our 1960 new business, and 
premiums from pension and profit shar- 
ing plans totaled over $57 million. We 
now have 48 clients each owning a 
million or more of Massachusetts Mu- 
tual life insurance. 


huis Aud 





/ 
y 
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What is their 
standing in 
the field? 


a 


Our Field Force receives an un- 
usually high proportion of the top 
honors among all life insurance men 
and women — a good indication of 
the caliber of the persons associated 
with the company. 


1 in 3 won the National Quality 
award last year. 


1 in 7 are Chartered Life Under- 
writers — which means they have 
successfully completed the compre- 
hensive study course and met the 
professional standards of the Ameri- 
can College of Life Underwriters. 


1 in 10 qualified for the 1961 Mil- 
lion Dollar Round Table. 





SOMETHING TO CROW ABOUT 


Bi See SE 


Massachusetts Mutual men and 
women are successful in their chosen 
field and enjoy the rewards of work- 
ing among successful clients with 
colleagues whose education and 
background are similar to their own. 














MASSACHUSETTS MUTUAL Zife Insurance Company 


SPRINGFIELD, MASSACHUSETTS: ORGANIZED 185! 


114 GENERAL AGENCIES IN 108 CITIES PLUS 85 DISTRICT OFFICES AND 39 GROUP OFFICES 
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New Capitol Life Building 
To Be Completed in 1962 


Formal ceremonies 
for the new 12-story, $4 million Capitol 
Life Building in 
cently. Sam N. Beery, Insurance Com- 
missioner for the State of Colorado, 
broke ground for the new structure. The 
Capitol Life building, scheduled for com- 
pletion in late 1962, will occupy the north- 
west corner of 16th and Grant Streets, 
adjacent to the present home office build- 
ing of the insurance company 


ground-breaking 


Denver were held re- 


aa 


oS 


B. P. ATKINSON, JR., DEAD 
Benjamin P. Atkinson, Jr., CLU, man- 
ager in Austin for the American General 
Life and president of the General Agents 
and Managers Conference of Texas, died 
recently at his home in Austin. He was 
47 : p . 
Long one of the leaders of the Texas 
insurance industry, Mr. Atkinson was a 
past president of the Austin Association 
of Life Underwriters and the Texas As- 
sociation of Life Underwriters, and had 
been a national committeeman trom 
Texas 


LIAMA Annual Meeting i 





Production Trends Panel 

Chicago—C. W. Arnold, vice presi- 
dent and superintendent of agencies, 
Kansas City Life, presided at a session 
of LIAMA on production trends. Mod- 
erator was Charles G. Heitzeberg, CLU, 
vice president in charge of Mutual Ben- 
efit Life agencies. 

Among the questions asked was this: 
“With f operating a life com- 


costs ol 


If you were a prospect for life insurance or a policy- 
holder of New England Life, you would be 
interested in this conversation... 











... and, as an agent, you will also be interested 
to know »* The interest rate on money left with the 


,on P : 
incomes 
3.06 pease en 
o , yc .< 
c sts 





company for pension trust auxiliary funds is also now 

3.8% + Rates for the Term Dividend Option have been 
lowered « In addition to dividend gradations at $5,000 and at 
$15,000, New England Life now provides an additional gradation 
at $25,000 » Premiums on annuities have been lowered and dividends raised. 


pany increasing steadily, and with health 
insurance apparently a money loser in 
most cases, at least in the beginning, 
why are more and more life companies 
getting into health insurance?” 

Commenting on this subject Lloyd A 
Rogers, vice president and director of 
agencies North American Life, said in 
part: “It is to provide needed coveraye 
and help head off socialized medicine, 
some large companies in recent years 
have fallen into this category.” 

Another question, “What can a giant 
company do to gain the personal touch 
an agent gets with a smaller company ?” 

There were many other question in- 
cluding “is the debit agent on the way 
out? If so, why? If not why not?” 

Among speakers on the Heitzeberg 
panel were G. Warren DeGelleke, New 
York Life, Henry Keller, Jr., State Farm 
Life, A. Rogers Maynard, Metropolitan 
Life, and Donald D. Rogers, North 
American Life of Chicago. 


Importance of Leadership 
Emphasized by Oates 


Chicago.—President James F. Oates, 
Equitable Society, addressing LIAMA 
November 9 had as his topic importance 
of leadership. He called life insurance 
a profession because of the special train- 
ing it requires, the high standard and 
professional conduct demanded, the po- 
sition of its salesmen in acting as family 
advisers as well as consultants of busi- 
ness and because of its services dealing 
with most important aspects of private 
life. The salesmanship is constantly be- 
ing improved and upgraded. “Equally im- 
portant to the preservation of our fre 
society is the role life insurance plays 
as a source of capital funds for the 
nourishment and expansion of the na- 
tion’s economy. Its salesmen are leaders 
in every respect,” he said, “which means 
determination to excel, willingness to 
pay the price, study and weather disap 
pointments. They must have the quality 
of steadfast pursuit of purpose and work 
steadily day by day. Finally, they must 
have pride and faith in the virtue of 
their calling.” 


Many Topics Discussed 


(Continued from Page 4) 


plained by Mr. Cunningham. 

President Kenneth B. Skinner of LI- 
AMA, who is vice president and agency 
manager of Southland Life, delivered 
his annual meeting address at an asso- 
ciation luncheon November 8. He said 
that a free democratic society such as 
that in North America cannot prosper 
and probably cannot exist without me- 
chanism such as private life insurance to 
reward the principles of private thrift 
and initiative. 


LIFE OF GA. GROUP OFFICES 

Regional Group sales and service of- 
fices have been opened by Life Insur- 
ance Co. of Georgia in Orlando, Fla., 
and Charlotte, N. C. The Orlando office 
is headed by William F. Morris. Guiding 
the Charlotte operation is Clay Fears 
Mr. Morris has been with Life of Geor- 
gia since 1951 and Mr. Fears joined the 
organization in 1958. 


ASS’T UNDERWRITING OFFICER 
Sun Life Assurance of Canada an 
nounces: the appointment of Donald L 
Gauer, FSA, as assistant underwriting 
officer of the company. 
Sun Life at the 


Mr. Gauer joined 


head office in 1957 after graduating from 
the University of Manitoba. He became 
an actuarial assistant in 1958 and passed 
his final examination for his fellowship 
in the Society of Actuaries this year. 
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Budinger New Pres’t 
Of Franklin Life 


BECKER CHIEF EXECU. OFFICER 





In Staff Realignment Hatmaker, Becker, 
Jr. O’Brien and Lillian Gilster 
Also Move Up 





Realignment of the Franklin Life’s 
executive staff was announced November 
6 by Chas. E. 


Becker, who has been 


first vice president. 

Vice President Francis J. O’Brien as- 
sumes the rank of vice president and 
director of public relations, and Lillian 
Gilster becomes director of sales promo- 
tion, 

Since Mr. Becker assumed the presi- 
dency of Franklin, the company’s out- 
standing insurance has grown from $175 
million to nearly 4 billion 350 million. 
Its capital funds have expanded from 
$39.2 million to over $600 million. Sales 
have risen to almost $1 billion annually. 

In commenting upon the executive staff’s 





CHAS. E. BECKER 


president of the company for many years. 
Under the new setup Mr. Becker con- 
tinues as chief executive officer. 
Effective November 14, Executive Vice 
CLV, 
becomes the new president of Franklin 
Life; 


President Francis J. Budinger, 


George E. Hatmaker, currently 
vice president-secretary, is being elevated 
to executive vice president, and Vice 
Chas. Becker, Jr., 


President becomes 


FRANCIS J. BUDINGER, CLU 


realignment Mr. Becker said: “Our man- 
agement revisions reflect expanded require- 
ments brought about by the continued 
dramatic growth of Franklin Life and 
plans for even greater future progress 

This new program will permit me to 
pursue more intensively the implementa- 
tion of long range plans. In my con- 
sidered judgment our newly constructed 
management team is stronger today in 
depth and talent than at any time in 
Franklin’s 77 year history.” 


Life of N. A. Reaches $820 
Million in Force in 48 Mos. 


Executive Vice President Edmund L. 
Zalinski, CLU, of Life Insurance Co. of 
North America, reported last week that 
the company now has $820 million of 
life insurance in force representing 48 
months of production effort. LINA’s 
original goal was set for $1,000,000,000 in 
force within 10 years. Its first full year of 
operation was 1958. 

For the nine months ending Septem- 
ber 30, 1961, LINA’s operating statement 
showed a 66% increase in combined cash 
first-year premiums, renewal premiums 
and investment income. The _ dollar 
amount was $13,294,000 or $5,298,000 more 
than the company received through 
September, 1960. Of this amount $12,- 
698,000 was insurance premium income 
while $596,000 came from investment 
operations. 

Individual life insurance accounted for 
$119,021,000 (including reinsurance as- 
sumed) with Group life of $155,430,000 
making up the total. Individual accident 
and sickness paid premium in LINA now 
exceeds $604,000. 


Northwestern National 
Sales Set New High Mark 


Sales of new life insurance by North- 
western National Life set a new high 
mark in October. New business for the 
month totaled $29,354,000, topping by 
more than $800,000 the company’s previ- 
ous ‘high set in October 1958. 

Sales of accident and sickness insur- 
ance also established a record for the 
company. A total of 388 applications for 
accident and sickness insurance were sub- 
mitted, more than in any other previous 
month since the company went into the 
individual accident and sickness field two 
years ago. 





O’TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 


220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 














RESTAURANTS 





Hosts to Discerning Diners 
in Downtown New York 
FOR 3 GENERATIONS 
Fine food, at reasonable prices, in an 
atmosphere of refinement 
away from mid-town noise and pressure 


DINNER * COCKTAILS * LUNCHEON 


(Mew 
e 
RESTAURANTS 


144 FULTON ST. 233 BROADWAY 
Just East of Bwoy. In Woolworth Bidg 
WO 2-8077 CO 7-3156 
DINNER — Mon. to Fri. until 8:30 
BANQUET FACILITIES 











Education rs for Life... 
















“\ 2 








SUN LIFE ASSURANCE COMPANY 


ONE OF THE GREAT LIFE INSURANCE COMPANIES 


In the belief that the question of educational standards is one 
(VE of the most vital facing us today, and in the further belief that 
the process of learning extends through a lifetime, Sun Life 
of Canada, in its Values in Education series, is offering 
“nm leaflets ranging from ‘Why Stay in School?’ to ‘Adult Education 
Today.’ For the teen-ager planning his advanced education, for 
example, there are four leaflets that could prove of interest — ‘The 
Value of a College Education’, ‘So You’re Going to College’, ‘Why 
Study the Humanities?’ and ‘Scholarships and Student Loan Program.’ 


The leaflets extend beyond the realm of formal education. ‘How to 
Get More Fun out of School’ and ‘Sports-Tips for Teen-Agers’ should 
appeal to the youngsters and broaden the scope of their activities. 
‘Fit! Fat! Fad!’ stresses the importance of physical fitness for the 
12-20 year group and suggests various exercises to help them attain 
this ideal. For young people thinking of a trade, there is ‘What About 
Trade and Industrial Schools?’ For those who wish to make the most 
of their retirement years, ‘Educating Yourself for Retirement’ and 
‘New Horizons for Leisure Time’ should prove helpful. 


These leaflets are offered free of charge and without obligation. Since 
this Values in Education series was first instituted by Sun Life late 
in 1959, two million leaflets have been sent out on request to all parts 
of the United States and Canada. For a complete set of leaflets, 
write Sun Life of Canada, Values in Education, 
One North LaSalle Street, Chicago 2, Ill. 
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New York CLU Chapter Meeting 


Forum on Replacement Problem Features S. L. McCarty, E. J. 
Moorhead; R. B. Mitchell is Moderator; E. L. Zalinski 


Gives Commencement Address 


New York CLU 
Nearly 400 life 


Xeplacement of established individual 
fe insurance policies is an evil that 


Chapter, 
insurance 


held recently 
company oth- 


needs correction, was a conclusion cers, bankers, accountants, Chapter mem- 
reached in a panel discussion on the bers, and new ‘CLUs heard E, J. Moor- 
subject, at the October meeting of the head, vice president and actuary, New 


England Life, 
management 


presenting life company 
views; Spencer L. Mc- 
Carty, CLU, managing director New 
York State Association of Life Under- 
writers who covered field viewpoints; 
and Robert B. Mitchell, executive editor 
and vice president, National Underwriter 
Co., panel moderator. 

Mathematical procedures for testing 
the advisability of replacing policies were 
illustrated by E. J. Moorhead, who indi- 
cated that most replacements won't satis- 
fy these tests. 

On the subject of supplementary bene- 
fits unobtainable except with new pol- 





SPECIAL 





REPORT 





FROM 





CHICAGO: 


“FOR LIFE «ACCIDENT 
AND HEALTH 
INSURANCE 





Since 1886. . 
growth and progress . 





. three-quarters of a century of 
. North American has 


attained the enviable position as one of 


America’s oldest and soundest insurers. 


North American’s sharp growth pattern over 
75 years is etched in sales success. Perhaps you 
are the General Agent seeking sales success. 


If so, write: 


Since 


1886 


THE NORTH AMERICAN COMPANY 


FOR LIFE, ACCIDENT AND HEALTH INSURANCE 
209 S. LASALLE STREET «+ CHICAGO 4, ILLINOIS 


Operating in 48 states and the District of Columbia 





icies, Mr. Moorhead said that replace- 
ment problems would be avoided if com 
panies will make the important aspects 
of these benefits available to present pol- 
icyholders. He also suggested that field 
men refrain from underestimating the 
significance of a need for benefits and 
coverages that really aren’t very im 
portant. 

Regarding quantity discount policies 
the New England Life actuary indicate: 
that arithmetic illustrates the fact tha 
quantity discounts do not enjoy a supe- 
riority over their predecessors. 

On the subject of the impact of re- 
placements on the life companies he pro- 
vided mathematical illustrations to point 
up the adverse effect replacements have 
on the cost of insurance to the general 
body of policyholders by the increased 
mortality rate and expense factors. 

Spencer L. McCarty, CLU, reviewed 
the efforts of various State Insurance 
Departments, life companies and the 
New York State Underwriters Associa 
tion, to spotlight the financial dangers 
of destroying any form of cash value 
life insurance and placing new life in- 
surance in effect at the cunrent age. 


Laws to Remedy Problem 


He stated that within the near future 
state legislatures will pass laws to rem- 
edy the replacement_ problem. 

“T wonder if the CLUs and the mem- 
bers of the Life Underwriters are doing 
all they can to curb the practitioner who 
does not live up to the concept we, as 
a group, subscribe to,” Mir. McCarty said. 
“If someday we are going to be looked upon 
by the public as a group of professional 
people who put the public’s interest 
ahead of our own and sound advice be- 
fore our personal selfishness, then, maybe 
the point of beginning of this public con- 
fidence can be demonstrated by the man- 
ner in which we handle the problem of 
replacement.” 

In summary, Robert B. Mitchell, panel 
moderator, said that replacement and 
twisting certainly won't destroy the life 
insurance business as an industry but 
can, if allowed to continue uncontrolled, 
make it unrecognizable. 

“If people were to trade-in their life 
insurance every couple of years like they 
do automobiles, as might become the 

case, we would need emphatically, it 

seems to me, to embark on a 3-Es pro- 
gram, viz education, engineering and 
enforcement. Through education the 
companies and all of us connected with 
this segment of the finance industry 
must teach long range thrift and the real 
values of the policies after acquisition; 
by engineering our companies must bring 
old contracts up to date; and of course 
the legislatures must design good en- 
forcement laws.” 

The nearly 100 graduates in the class 
of 1961 received their diplomas and the 
professional charge from Paul S. iMills, 
CLU, managing director of the American 
Society of ‘Chartered Life Underwriters. 

In the commencement address, Ed- 
mund L. Zalinski, CQLU, executive vice 
president, Life of North America, told 
the graduates that “if GLU is to have 
real meaning in the market place it must 
continue its bold willingness to pick up 
the challenges of our times. 

“OLU should bring a change in us— 
back to the deep-seated, unchangeable, 
inflexible, irrefutable conviction that we 
are ina business to provide true security 
for individuals; back to the conviction 
that if you and I don't do that job no 
one else will. Times really haven't 
changed a bit: the number of people 
shrewd enough to acquire and_ hold 
money through their own devices is still 
a very small one ideed. Times haven't 
changed a bit (if our conviction is solid 
enough, imbedded deeply enough in our 
minds and hearts) for it is still a fact 
that without well planned life insurance 
programs most people will never achieve 
genuine security,” Mr. Zalinski said. 


APPOINTED LOAN SUPERVISOR 

Hubert H. Wyatt has been named a 
loan supervisor in Houston’s Pacific Mu- 
tual Life mortgage operation. The an- 
nouncement came from Thomas L. Lowe, 
financial vice president of the company. 
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Home Life Dividend Scale 


For the second consecutive year, Home 
Life of New York, has declared an in- 
crease in its dividend scale for Ordinary 
policies. The increase, the third in six 
years, Was announced by Chairman of 
the Board William P. Worthington and 
will apply to dividends payable during 
the first three months of 11962. It is ex- 
pected that in February the board of di- 
rectors, aS is customary, will confirm the 
new dividend basis for the entire year 

The announced revision of Home Life’s 
dividend scale, Mr. Worthington said, 
has been made possible by the continued 
high return from our investments, and 
will result in an average increase of ap- 
proximately 11% over the current scale. 
The largest increases will apply to pol- 
icies Which have ‘built up substantial 
cash values. Dividends on five year 
term policies also will be somewhat in- 
creased, 

Che higher dividend scale, coupled with 
the larger amount of insurance in force, 
will result in a total dividend apportion- 
ment about 16% greater than for the cur- 
rent year. Home Life policyowners, it is 
expected, will receive approximately $8% 
million in dividends on Ordinary busi- 
ness for 1962, nearly double the amount 
apportioned in 1954. 

Also announced by Mr. Worthington 
was an increase from 34% to 3%% in 
the interest rate allowed on accumulated 
dividends, policy proceeds left at inter- 
est, and installment settlements involv- 
ing interest only. There is no change in 
the rates of interest being allowed on life 
income settlements. 


United States Life’s New 
Office in San Francisco 


United States Life recently opened new 
offices in San Francisco to serve the 
north Pacific area. In making the an- 
nouncement, Gordon E. ‘Crosby, Jr., vice 
president and director of agencies, said, 
“Greatly increased activities of a rapidly 
growing agency force on the Pacific 
Coast have necessitated greater service 
facilities for the area.” The San Fran- 
cisco office will be under the supervision 
of George R. Kimball, north Pacific re- 
gional superintendent of agencies. 

James E. McBride will work with Mr. 
Kimball as district Group manager. An- 
nouncement of his appointment was 
made by Fred O. Becher, Jr., vice pres- 
ident, Group, who said that Mr. Mc- 
Bride will assume responsibility for the 
supervision and promotion of Group busi- 
ness among general agents in the north 
Pacific area. 

Mr. McBride goes to United States 
Life from New England Life, which he 
joined in 1953 as trainee in the New 
York office. In 1954, he was transferred 
to ‘Philadelphia as Group representative, 
and later he was promoted to district 
Group representative in Cincinnati. In 
1958, he opened the Indianapolis Group 
office for New England Mutual. 

A graduate of Villanova College, Mr. 
McBride also attended Industrial Man- 
agement courses for two years at Tem- 
ple University. 


Liberalizes Underwriting 


Michael Marchese, president of North- 
eastern Life of New York, has an- 
nounced a liberalization in administra- 
tive practice in the company’s efforts 
to improve benefits to its present and 
future policyholders. 

A bulletin has been sent to the com- 
pany’s general agents publishing the new 
practice of automatic removal of occu- 
pational extra premiums. The new pro- 
cedure provides that all policyholders 
both old and new who have been rated 
only for occupation, will have such oc- 
cupational ratings automatically removed 
on reaching age nearest 65. This practice 
goes into effect immediately. 

If ratings involve occupational as well 
as other hazards, the cases will be given 
special consideration. 


Hancock General Agents 
Meet at Point Clear, Ala. 


More than 120 nationwide representa- 
tives of the John Hancock attended the 
company’s tenth annual general agents 
meeting at Point Clear, Ala., recently. 

Twenty-seven new general agents were 
introduced at the opening session by gen- 
eral agency vice president R. Radcliffe 
Massey. The increase in general agents 
brings the total number of John Han- 


cock general agents across the nation to 
128. 

At the close of the first session Mr. 
Massey, on behalf of Hancock president 
Byron K. Elliott, congratulated the gen- 
eral agents on their sales record of the 
past year, and called the Point Clear 
meeting “an outstanding starting point 


for the company’s hundredth anniversary 
celebration in 1962.” 

The John Hancock is represented by 
117 general agencies in 50 states, the Dis- 
trict of Columbia and Puerto Rico. 


P. A. MYERS ADVANCED 

Paul A. (Myers, manager of The Life 
Ins. Co. of Virginia’s data processing di- 
vision, has been elected an assistant sec- 
retary of the company. 

Mr. \Myers, a native of 
graduated from the University of Rich- 
mond in 1949. After serving two years 
with Metropolitan Life’s actuarial staff in 
New York, he joined Life of Virginia in 
1955 as an actuarial trainee. Two years 
later he was named manager of the com- 
pany’s data processing unit. 


Richmond, 











CHIL “asks for it” 


. . . to give its men more sales power 


At Connecticut Mutual Life, members of the 
Leaders’ Sales Advisory Council and the General 
Agents’ Advisory Committee meet separately 
each year on a regular schedule with top manage- 
ment. They are elected by their respective groups. 
Their purpose: to bring the fieldman’s viewpoint 
on ways to increase sales and improve service. 


They and management exchange ideas, discuss 
suggestions and recommendations. Result: better 
policies to sell, better ways to sell them, better 
service to back them up. 


Connecticut Mutual Life 
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iakaniadl to Three States 
The Zurich-American Insurance Com- 


panies’ affiliate, Zurich American Life, 


has been admitted to write life insur- 
ance in three more states: Connecticut, 
Texas and Wisconsin 

Established in July, 1960, the company 
wrote its first policy one year ago It 
s presently yperatiz in California, 
Delaware, Florida. _ Indiana Mich- 
igan, Minnesota, uri, Ohio, Penn- 





Washington, 


sylvania, 
D. C. and Washingtor1 


Consumer Nat’l Expands 

The admission of Consumers National 
Life to do business in the State of Cali- 
fornia has been announced by 
Mims, 


company will immediately go ahead with 
plans to establish general agencies in that 
state. Mr. Mims reported that Con- 
sumers National now has over $35 mil- 
lion of life insurance in force. 

With its admission into California, 
Consumers National is now qualified to 
do business in nine states. 


Hornsby 


executive vice president. The 


FRANKLIN MANAGERS MEET 

Approximately 30 regional managers of 
Franklin Life, Springfield, Ill. attended 
a manager’s meeting recently at the 
Park Lane Hotel in Denver conducted 
by Executive Vice President F. J. Bud- 


inger and Vice President James R. 
Maloy. f 
Messrs. Budinger, Maloy and_ the 


Franklin agency managers attended the 
annual convention of NALU in Denver 
and joined approximé ately 45 other Frank- 
lin representatives in a dinner sponsored 
by their company. 





More and more underwriters use The Chase Manhattan I.P.B. Plan* to 
COLLECT FULL ANNUAL COMMISSIONS IMMEDIATELY! 


SELL LARGER POLICIES MORE EASILY! 





And here are 7 good reasons why: 


You benefit because... 





1. We pay your client’s total annual premium a year in 


advance. 


2. You receive full commission at once. 
3. Clients are less likely to let policies lapse. 


4. Insurance is easier to sell— easier for clients to buy. 


Your client benefits because... 





1. The Chase Manhattan provides life insurance usually 
without cost on the unpaid balance of the client’s note 


up to $10,000. 


2.He gets the advantage of your lowest annual pre- 


mium rates. 


3. He repays us in convenient monthly instalments — 
often at a saving over any other mode of payment. 





You do yourself... and 
your clients and prospects 
...@ real favor 
when you tell them about 
The Chase Manhattan's 


“INSURANCE 
PREMIUM 
BUDGET 
PLAN 


In short, you make the sale.. 
surance he needs.. 





. your client gets the in- 
. you both benefit from The Chase 


Manhattan Insurance Premium Budget Plan. 


For further details, and for a free supply of our descrip- 


tive booklet to use in your selling, call our Instalment 


THE 


Credit Department, LL 2-5471-2-3-4. 


CHASE 


MANHATTAN 
BANK 


Member Federal Deposit Insurance Corporation 


Head Office: 1 Chase Manhattan Plaza 
New York 15, N.Y. 


. ° P 
Florida Advisory Council 

The Life Insurance Advisory Council 
of Florida was organized in Orlando 
recently, sponsored by State Treasurer 
and Insurance Commissioner J. Edwin 
Larson and members of his Staff, Deputy 
Commissioners George D. McDonald and 
Roby McClellan, who were present fo: 
the initial meeting. 

William J. Hamrick, CLU, represent 
ing the Lite Companies of Florida, was 
chosen as chairman of the Council with 
George McDonald as vice chairman and 
Herb Brinkley, president, Florida Stat« 
Association of Life Underwriters, as 
secretary. All segments of the Life In- 
surance Industry in Florida were repre 
sented on this Council. 

Commissioner Larson, in his opening 
remarks, stated that the purposes of 
the Council are: 

To provide an opportunity for a gen 
eral exchange of ideas and solutions 
to mutual problems; To maintain har- 
mony and close coordination among the 
segments of the life insurance business; 
To upgrade the ethics as well as the 
qualifications of the life insurance profes- 
sion; To prepare, coordinate, and de- 
velop a legislative program as the needs 
arise, and have this program ready for 
presentation to the Legislature; To 
provide a means of disseminating life 
insurance information in the public in- 
terest. 


Aetna Interest Rate 


An increase to 33%% in the interest 
rate to be paid on life insurance policy- 
holders’ funds in 1962 has been an- 
nounced by Aetna Life 

The new rate will apply to dividend 
accumulations on participating policies 
and to all payments falling due during 
1962 on the proceeds of both participat- 
ing and non-participating policies left 
with the company. The increase from 
34%% was the third made by the com- 
pany in the past four years. 

Aetna Life also announced the alloca- 
tion of $7.2 million for dividend pay- 
ments to participating policyholders dur- 
ing 1962 


Northwestern Mutual Life 


Sets Production Record 

An all-time high of $71,238,512 in Sep- 
tember sales has been reported by 
Northwestern Mutual Life. The previous 
record September was a year ago. Ac- 
cording to Robert E. Templin, director 
of agencies for the Milwaukee-based 
firm, the record has particular signifi- 
cance because 1961 sales have been down 
slightly from NML’s all-time high year 
of 1960. 

Since approximately 16% of 
western Mutual’s sales is in business 
insurance Mr. Templin. believes this 
September record may indicate an up- 
swing in business generally. 


North- 


Prudential Scholarships 
The award of $500 actuarial scholar- 
ships to 19 college students has been an- 
nounced by The Prudential. Winners 
were among 41 candidates chosen last 
Spring by members of The Prudential’s 
actuarial staff through interviews at col- 
leges in the United States and Canada. 
The scholarships were awarded follow- 
ing a summer of employment, study and 
actuarial examinations at The Pruden- 
tial’s Newark home office and at Min- 

neapolis, north central home office. 


New John Hancock Agency 

John Hancock _ opened a new gen- 
eral agency in the San Fernando Valley, 
according to an announcement by Rob- 
ert E. Dye, superintendent of general 
agencies, western region in San Fran- 
cisco. C. Harris Pottier, formerly with 
a Canadian life company in San Fran- 
cisco, has been appointed general agent. 
Mr. Pottier is a graduate of the LIAMA 
School of Agency Management. 
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PARKER ELEVATED TO V. P. 


Head of American Casualty’s A. & H. 
Department Promoted; Hankey, Wiest 
Made Assistant Vice Presidents 





ARCH M. PARKER 


Board of directors of American Casu- 
alty, (Reading, Penna.), has elected Arch 
M. Parker vice president; M. H. Hankey 
president and_ regional 
director of nine branch offices in the 
Southeast and William P. Wiest, Jr. 
assistant vice president and_ regional 
director for 15 branch offices in North- 
eastern United States. The promotions 
were announced by Harold G. Evans, 
president. 

Mr. Parker, who has been in insurance 
for the past 12 years, was advanced from 
assistant vice president. He is head of 
Acco’s A. & H. department, the com- 
pany’s second largest division, which is 
expected to write premiums in excess of 
$41,000,000 this year. 

Mr. Hankey has been with American 
Casualty since 1941. He was advanced 
to resident manager of the Pittsburgh 
branch office in 1946 and held that posi- 
tion until his elevation to assistant vice 
president. Mr. Hankey is headquartered 
at the company’s Atlanta office. 

Mr. Wiest started in insurance in 1935 
and before his promotion to assistant 
vice president, was resident manager of 
Acco’s Central Pennsylvania department. 
He is stationed at the American Casualty 
home office. 


assistant vice 


New Post for J. T. Burgess 


Concurrent with a change in name of 
the Black and Dowd Corporation of New 
York, to North Central Associates Inc., 
James T. Burgess has been elected vice 
president—director of sales. The firm 
represents the John Hancock as general 
agent. 

Mr. Burgess becomes operating officer 
for all matters concerning the agency, 
replacing in that capacity, Robert V. 
Dowd, former executive vice president, 
Black & Dowd, who recently resigned. 

A graduate of Bowdoin College, Mr. 
Burgess joined the John Hancock Group 
department in 1949. After various field 
and home office assignments, he trans- 
ferred to the company’s general agency 
staff in 1956. Two years later he joined 
the company’s Robert B. Pitcher Agency 
in Boston, and later was appointed super- 
visor of the agency’s suburban unit in 
Waltham, Mass. 


United Life & Accident 
Has Record Three-Quarters 


The largest nine-month’s volume oi 
new business paid-for in its history was 
reported last week by Douglas B. Whit- 
ing, president of United Life & Ac- 
cident Insurance, with a total of $76,585,- 
310 recorded in the first nine months of 
1961. 

For the Concord, N. H., company this 
represented an increase of 26.9% over 
the comparable period in 1960. Total life 
insurance in force at the end of the third 
quarter was $485,503,391, representing an 
increase at an annual rate of 12%; at 
the end of the third quarter in 1960, 
total in force was $434,998,491. 

Ordinary life insurance in force for 
United Life & Accident stood at $414,- 
940,390 as of September 30, compared to 
$368, 174,879 in the first nine months of 
1960 and is increasing at an annual rate 
of 13.2%, contrasted to 7.5% a year ago. 

President Whiting also reported that 
health insurance premiums in _ force 
move up to $376,875 in this period and 


are increasing at an annual rate of 
19.9%. 
Total assets of United Life & Ac- 


cident rose to $49,811,346 in the third 
quarter, an increase of $1,109,765 over 
the $48,701,581 as of June 30, 1961, and 
$2,677,369 over the $47,133,977 recorded 
at the end of 1960. Total capital passed 
the four-million dollar mark in this 
period reaching $4,044.766, an increase 
of $279,036 over the June 30, 1961 figure. 

United Life & Accident showed earn- 
ings, before Federal Income Tax, of 
$522,194 in the first three quarters of 
1961, equal to $23.74 per share. This com- 
pares to $174,815 or $7.95 per share earn- 
ings in the like period of 1960. Peerless 
Insurance Co., Keene, N. H., has an 80% 
stock ownership in United Life & Ac- 
cident. 


Standard Accident Names 
Rinschler, Kennedy in N.Y. 


Gerard J. Rinschler has been named 
supervising field representative ‘for Stand- 
ard Accident’s Suburban New York office 
in Hempstead and William P. Kennedy 
has been named attorney of record and 
head of the legal department of the New 
York (City) branch. 

Mr. Rinschler joined Standard Ac- 
cident early in 1950 as a casualty under- 
writer for the New York branch. He 
was transferred in that same capacity in 
1951 to the Hempstead office and later 
that year became head casualty under- 
writer for that office. He was named 
field representative in 1953 and held that 
position until his recent appointment. 
Mr. Rinschler has taken a two year 
course at Insurance Society of New York. 

Mr. Kennedy also joined the company 
in 1950 and served as claims representa- 
tive for the Newark office. In 1957 he 
was transferred to the New York branch 
office legal department where he was 
subrogation attorney until his present 
promotion. Mr. Kennedy holds a B.’S. 
degree from University of Scranton and 


an L.L.B. degree from Fordham Uni- 
versity. In addition, he has completed 
insurance courses at the New York 


School of Insurance. 





New Oregon Commissioner 

Announcement was made recently of 
the appointment of W alter G. Korlann as 
Insurance Commissioner for the State of 
Oregon. 

Mr. Korlann has been a general agent 
in Portland, Ore. for the Capitol Life 
of Denver since 1941. He passed his 20th 
anniversary with the company on March 
1 of this year. 


How Is Kerr-Mills 


Act Doing? Just 
Fine in Wisconsin 


Holding up two large charts—one with 
the letters HEAL, the other with GRAB 
—Earl Thayer, secretary of the State 
Medical Society of Wisconsin, last week 
in Madison asked the society and the 
Wisconsin Farm Bureau Federation to 
push for the Kerr-Mills Amendment in 
the state assembly. 

“There are two alternatives,” Mr. 
Thayer emphasized. “The first (he 
pointed to the letters HEAL) stand for 
‘Help those who need it; encourage self- 
respect; all who need help, and local 
administration.’ ” 

He tapped the other chart displaying 
the letters GRAB. “These,” he said, 
“stand for ‘giant taxes, regulation and 
dictation, astronomical costs and burgeon- 
ing control.” 

An estimated 175,000 persons over 65. 
who earned less than $1,500 a year if 
single or $2,500 a year if married, would 
qualify, Mr. Thayer brought out. They 
would have to have assets of less than 
$4,500 if single or $7,500, he added. 

Within available funds the bill would 
allow payment for up to 45 days of hos- 
pital care, nursing home care, all doc- 
tors bills, X-ray and laboratory services. 

“If you don’t adopt such a program, 
the elderly can turn only to public as- 
sistance (relief),” Mr. Thayer remarked. 

“If no answer is found, our people 
will demand some other kind of action— 
a fantastically expensive Federal pro- 
gram.” 

There was expected criticism from both 
sides, liberal Democrats calling the 
amendment “a grab bag” that would 
quickly be exhausted, conservative Re- 
publicans believing that it was a form 
of “socialized medicine.” 

Votes were tallied. The result: Strong 
endorsement of the bill from both asso- 
ciations with the Wisconsin Pharma- 
ceutical Association joining in the lobby 
providing the bill is amended to include 
free drugs for patients after their re- 
lease from hospitals. 


Provident Mutual Life 


Continues Dividend Scale 
T. A. Bradshaw, president of Provident 
Mutual Life of Philadelphi a, announces 
that the company’s board of directors has 
continued the present dividend scale on 
individual life and health insurance 
through 1962. The interest rate on ac- 
cumulated dividends and supplementary 
contracts will continue to be 3.6%. It is 
estimated that approximately $617,000 
more will be paid in dividends in 1962 
than in 1961 because of the increase in 
insurance in force. 


NATIONAL TRAVELERS SALES 

National Travelers Life, Des Moines, 
reported October as the largest month in 
the history of the company with over 
2,200 health applications and nearly $11 
milljon in life production written. 


St Happened Last “Week: 


Medical Care for the Aged 


Is Item One in Kennedy’s 


“Grass Roots” Conferences 

The Kennedy Administration opened 
up a shotgun offense last week in an 
effort to “take national problems to the 
people.” Holding regional conferences 
in Chicago and St. Louis, Government 
officials hoped to enlist aid for domestic 
legisaltion in 1962, with the King bill 
heading the list. 

“These conferences,” said the Presi- 
dent via telephone from the White House 
to Chicago’s Sheraton Hotel Ballroom, 
“represent a non-partisan effort to bring 
the people and the Government, which is 
attempting to serve the sce Te closer 
together.” 

While Bell Telephone was clicking off 
the nickels from Washington to Chicago, 
Health, Education and Welfare Secretary 
Abraham Ribicoff was telling reporters 
in St. Louis that President Kennedy's 
aged health care bill under the Social 
Security System would be “top priority 
at the next Congressional session. 

In town for the second of Mr. Ken- 
nedy’s regional conferences, Mr. Ribicoff 
admitted that “not all pear ideas come 
out of Washington.” He added that “the 
Administration needs and welcomes the 
views of persons in all levels of Govern- 
ment and also those of individuals.” 

Reporters asked him about a demand 
made by Francis C. Corley, Missouri 
Republican National Committeeman, for 
an accounting of all costs of the confer- 
ence. Snapped the Secretary: “That 
sounds like sour grapes to me. ” Mr. 
Corley’s individualistic view was not quite 
what the Administration had in mind. 


Beneficial Standard Life 
Offering New Health Plans 


3eneficial Standard Life of Los Angeles 
is offering new hospital-surgical and 
medical expense insurance programs that 
are guaranteed renewable for life, it was 
announced last week by Martin Topper, 
vice president in charge of accident and 
health coverage. 

Mr. Topper pointed out that both pol- 
icies are designed to provide the public 
with permanent insurance protection. He 
explained that an individual’s benefits 
cannot be reduced and that policies can 
never be cancelled due to advancing age 
or changes in policy owner’s health. The 
policies are guaranteed renewable at the 
rate in effect at time of renewal. 

Beneficial Standard’s medical expense 
policy covers doctor calls, surgical ex- 
penses, childbirth and miscellaneous ex- 
penses for accidents and sickness. 

The hospital and surgical policy pays 
up to 185 days, increasing by policy age 
to 365 days, of hospital benefits in the 
amount selected for every covered sick- 
ness and accident. It pays cash for 
surgery no matter where the operation is 
performed. Accidental death benefits are 
also available as an addition to both of 
the above policies. 

Mr. Topper revealed that the guar- 
anteed renewable hospital surgical policy 
is the only one now available which pays 
double for accidents that cause hos- 
pitalization. 
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Hear Beesley, Harmelin, Schriver 





Finding, Developing Right Kind of 
Manpower— Theme of Midwest Meet 


Delegates to the 2lst annual Midwest me knows agency building takes time; 
Management Conference held recently but too often we attempt to short-cut it 
in French Lick, Ind. were told that life by grabbing somebody else’s man here 
insurance could be the national salva- and there; then he grabs some of ours 
tion in fiscal solvency. and the race is on. 

The first of nine speakers to discuss 


: eater . Harmelin on Income Insurance 
“Finding and Fg 24, the Right Kind 


“ : William Harmelin, Harmelin Agency 
of Mi; anpower is the Big Key to Agency “piel . sete . Tork f 
Building.” J h L. Beesley, senior a (Continental Assurance, New York) ex- 
aril oseph L. B ( 0 : ; ws 
I : plained “How to Get Business Through 
president, Equitable Life Assurance So- : ; ; = 
. the Health Insurance Approach, de- 
ciety, also uel out the following 4 
Jee cle ring that his agency defines “business’ 
seven challenges to agency management 
wee : : , . as “income insurance,” life and health in 
(1) The challenge to more effective 


combination to meet the problem of loss 
of earned income on all fronts, not just 
on one or two fronts. 

“I am always startled when home office 
men and field managers complain about 
turnover while ignoring the extra in- 
come the health insurance approach 
makes available to agents—not just from 
the health commissions but also from the 
added life commissions the health insur- 
ance approach engenders,” he said. “Fur- 
ther, the sale of ‘income insurance’ does 
away with problems of price-selling and 
replacement because you are doing cre- 
ative selling in which the result is more 
important than the price. You put your- 
self in the position of the professional 
man—say the skilled surgeon—people 
deal with because of the results he 
achieves, not the cut-rates he offers.” 

Swinging into the area of business 


marketing. (“Are we 


actually emphasiz- 
ing the benefit ?” 


values enough? he 
asked.) (2) The challenge to guide the 
thinking of agents toward permanent 
coverage, unimpaired by loans (3) The 
challenge to adapt to change, without, 
however, cheapening the product or 
weakening the position of the agent. 
(“We must watch the declining average 
premium and commission.”) (4) The chal- 
lenge to economy in agency manage- 
ment. (“There are phases of home office 
automation that throw a greater burden 
—particularly in the aS mal-contact 
area—on the agency.”) (5) The challenge 
of maintaining the mor ale fo developing 
the motivation of agents. (6) The chal- 
lenge of professional training for pro- 
fessional development (“Eighty-nine 
percent of new business is written on 


prospects under 45; are we missing a health insurance—especially disability 
market among older prospects?”) (7) buy-out provisions—Mr. Harmelin re- 
rhe challenge of business morality and ated case stories showing the way in 
practice. (“Where are the managers Of which the health insurance approach not 


the twisters and the strippers ?”) 


A Selection Pattern That Works 


only excludes competition but 
opens up way to adding 
insurance to a buy-out 


often 
additional life 
situation origin- 





“Putting Your Man a nder the Spot- ally sold by another agent. “In our shop,” 
ight was the springb ard for Daniel he reported, “we rarely see a disability 
S. Coelho, general agent, Penn Mutual, buy-out provision in the 


agreement, 
which means the field is wide open to us 
once we bring it up.” 

The speaker 


Detroit, to detail his process of selection 
Warning that tl rere is nothing “new” in 
the elements of his pattern but that its 
one semesenedbaen A. is that it has 

rrked for him. Mr. Coelho, then out- 


also reported that his 





LESTER O. 
A Philosophy to Combat Communism 


SCHRIVER 


agency has been writing disability buy- 
out funding cases for 14 years and has 
yet to have a lapse, “which is more than 
we can say for our life insurance fund- 
ing policies, low as the lapse is in that 
field. 

“Until you understand the 
health and life insurance, you will never 
know how poor a service job you are do- 
ing for your life-only clients,” he con- 
cluded. 


oneness of 


Address by Schriver 

The opening conference banquet, 
heard an address by Lester O. Schriver, re- 
tiring executive vice president of the Na- 
tional Association of Life Underwriters. 

Mr. Schriver stated that inasmuch as 
the conference was devoting both inten- 
sive and extensive discussions to the 
problems of field management and the 
business in general, he would not touch 
on that area but on the broader one of 
the future of Western civilization. The 
question has become, he said, whether 
or not we can withstand the onslaught 
of the communist philosophy. “The com- 


munists expect us to crumble,” he dc: 
clared. “I believe that with the futures 
of our children at stake, we will not—n. 
if we develop a philosophy for the times.’ 








Special Plaque to Osler 


During the conference a special plaque 
was presented to Robert W. Oster, -pres- 
ident, Underwriters National, Indian- 
apolis, for 15 years of “outstanding sery- 
ice” to the conference. Mr. Osler has 
been on the conference committee 
usually as promotion or attendance chair- 
man. 





The first requirement of such philos: 
phy is that we must develop a faith—“a 
God-centered faith. Second, we must 
learn to live together. Having with sci- 
ence broken down the barriers of dis- 
tance and time, we must learn to get 
along worldwide. Third, we need a sense 
of humor. “Humor does not prevail un- 
der communists,” he pointed out. Fourth, 
we must come to a greater interest in 
service to our fellow men. We must 
change our thinking of ‘success’ from 
amassing material wealth to what we 
have accomplished for others.” Listing 
some of the greatest “successes” of all 
time—Moses, Jesus Christ, Socrates, 
Lincoln, Schweitzer, Mahatama Ghandi 
—he pointed out that none of them is 
known for the wealth he amassed but for 
what he did for others. The question 


we must ultimately answer to future 
generations, he concluded, is what we 
have done with their world. 


Other speakers included Seth C. Ma- 
con, agency manager, Jefferson Stand- 
ard of Greensboro, N. C.; Lawrence J. 
Evans, general agent, Northwestern Mu- 
tual, Portland, Ore.; E. B. Bingham, 
general agent for Lincoln National in 
Fort Wayne, and H. P. Winter, execu- 
tive vice president, Union Central Life 
of Cincinnati. 

The conference concluded with an in- 
formal breakfast presided over by Mr. 
and Mrs. Weymouth Fogelberg. Mr. Fo- 
gelberg, director of home office agencies 
of Indianapolis Life, was this year’s con- 
ference vice chairman, under James 
Comstock, general agent, American 
United Life, and will serve as the 1962 
conference chairman. 








lined the eight elements of his pattern. 


(1) Have an objective—a clear picture of the 


kind of man you want in your agency. The al- 


ternative to such an objective is panic recruiting. 


(2) Don’t select by test, but reject by test. 


Select only by judgment. 
(3) Chronological youth doesn’t matter. Ma- 


since he finds 


it difficult to communicate with men over 45, 


turity is the age test. However, 


he rarely hires a man over 40. 


(4) The man must be geographically close 
enough to work with—not much more than 40 
miles away 

(5) The recruit must be one with whom he, 


the general agent, can communicate 
(6) He must know a man’s complete financial 


picture, not just the surface appearance. “Show 
the agent that it is a financial struggle to get 
started 


Maybe he ought to delay entering the 


business until he has his finances straightened 


out. Yc 


except to meet your 





don’t have to bring him in today 


manpower quota. 


(7) Look for a success pattern in the past. 


(8) Have a check sheet before you (and all 


those involved in recruiting) listing the qual- 





ities you must have before you'll take a man. 
“He may not rate 100% on all of them; but if 
he rates zero on any one, don’t hire him.” 

R. R. Davenport, senior vice president, 
Southwestern Life of Dallas, concluded 


the Thursday afternoon session on the 
subject, “Don’t Let Speed Fool You.” 
“The effect of speed-up of movement 





on day to day activities is often over- 
looked,” charged. “We have devel- 
oped an intolerance of delay; and be- 
cause we have, we often seek short-cuts. 
It happens in agency building as well 

in other living patterns. When it does 
happen in agency building, it’s the start 
of volumnitis, which is an attempt to 


make agency growth appear faster than 
that of competitors. Down deep, 


every- 


Washington National Insurance Company 5 () years old.. 
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OPERATION FITNESS—U.S/A. 


Mutual of Omaha Again Makes Possible 
Trophy Awards for National Track 
And Field Winners 

\futual of Omaha has again made pos- 
sible trophy awards to national winners 
in the track and ‘field project of Oper- 
ation Fitness—U. S. A 

This year’s award for the greatest all- 

ind promotional effort among four- 
year colleges and universities in track 
a d field clinics for boys goes to Berry 

ollege of Mount Berry, Ga. A like 
val for girls will be presented to Fer- 
ris Institute of Big ‘Rapids, Mich. 

Operation Fitness—U.S.A. is the offi- 
cial framework for fitriess action in the 
\merican Association for Health, Physi- 
cal Education, and Recreation (AAH- 
PER), a department of the National 
|-ducation Association. Mutual of Omaha 
has provided financial support for this 
project during its operation. 

The track and field project, one of the 
newest programs, was designed two years 
ago to provide an opportunity for more 
youth to take part in track and field 
events. It has met with over whelming 
success. 

This year, 20 million youths partici- 
pated in clinics and meets in 50 states 
in the track and field project. This is an 
increase of 23% in girls and 21% in boys 
over the previous year. “Mutual of Oma- 
ha’s faith in American youth and its 
need for more opportunities for active 
p articipation has produced rich divi- 
dends,” said a spokesman for the AA- 
HPER. Other awards will also be made 
to various colleges and organizations 
who participated in the program this 
year. 





MADE COMPANY DIRECTOR 

Election of James S. Cantlen, vice 
president and general manager of Pacific 
Telephone to the board of directors of 
Beneficial Standard Life and Beneficial 
Fire and Casualty of Los Angeles, was 
announced by Edward D. Mitchell, chair- 
man of the board. 

Mr. Cantlen, who has been nominated 
for president of the All Year Club of 
Southern California, is a past president 
of the Los Angeles Chamber of Com- 
merce, and is presently campaign chair- 
man of Los Angeles Community Chest. 





JOHN HANNA 





LACOP to Sell Travel Ins. 
Through Vending Machines 


Life Assurance Co. of Pensylvania has 
introduced travel insurance, designed to 
be sold through vending machines to 
individuals traveling by automobile, bus 
or train. The new policy, known as land- 
travel insurance, will be dispensed by 
specially- designed coin machines in bus 
terminals, gas stations, restaurants and 
other locations adjacent to heavily-trav- 
eled land arteries. 


Similar in format to policies sold in 
airports throughout the country, the 
Philadelphia-based company’s policy pro- 
vides for payment of $5,000 in case of 
accidental death resulting from injuries 
sustained while the insured is riding in 
an automobile, bus or train. Benefits are 
also provided for dismemberment. The 
vending machines will dispense a policy 
covering the insured for a seven-day 
period at a cost of ¢ for each $5,000 of 
coverage. An individual may buy four 
such policies for a total of $20,000 in 
coverage. 


CURRAN, HANNA RE-ELECTED 
(New York State Superintendent of 
Insurance Thomas Thacher has an- 
nounced the re-election of Francis T. 
Curran, America Fore Loyalty Group, as 
chairman of the advisory board on acci- 
dent and health insurance examinations. 
John P. Hanna, general counsel of the 
Health Insurance Association of 
ica, was re-elected vice chairman. 

Function of the board is to advise the 
Superintendent concerning the conduct 
and content of the examinations held 
monthly on a statewide basis. 


Amer- 





Renewal Guaranty Corp. Net 
Income Up 174% in 9 Mos. 


A 42% increase in gross income for the 
first nine months of 1961 has been re- 
ported by John H. Weber, president of 
Renewal Guaranty Corp., of Denver. The 
firm, which makes renewal commission 
loans to life, health and accident insur- 
ance agents and underwriters, reported 
gross income for the first nine months 
of this year at $220,790. For the com- 
parable period in 1960 gross income was 
$155,720. 

A substantial increase of 174% in net 
income was also reported, with income 
for the first nine months of 1961 totaling 
$32,321. For the comparable period last 
year net income was $11,779. Mr. Weber 
also reported that operating expenses 
increased 17% during the same period. 


Blue Cross Breaks Payment 
Record During First 6 Mos. 


A record-breaking payment of $948 
million on behalf of members in the 
United States the first six months of 
1961 is reported by Walter J. McNerney, 
president of the Blue Cross Association. 
These payments represented 95% of Blue 
Cross’ total national income during the 
same period, said Mr. McNerney, while 
the balance of 5% went into administra- 
tive expenses and reserves against emer- 
gencies. The prior record for total pay- 
ments was made in the latter half of 
1960, when Blue Cross Association na- 
tionally paid out $847 million. 
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years have been but a beginning. 


Although we have 


engaged in providing valuable 
services to our policyowners for half 
a century, our philosophy is as modern.as 
tomorrow. Stil young in spirit, the past50 


We will continue to serve and satisfy our 
policyowners in the future as well as 


we have in the past. 


[IPE » ACCIDENT * SICKNESS * HOSPITAL 
GROUP * SURGICAL * MEDICAL 


Home Office: Evanston, Hlinois 
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Hartford Accident Appoints 
Three at Albany Office 


appointments at the Albany, 
Accident & In- 


Three 
N. Y. office of Hartford 
demnity are announced: David R. Kerr, 
formerly of Pittsburgh, has been named 
assistant manager; Kenneth E. Pope of 


Indianapolis, office manager, and Fred- 
erick D. Sweeney of Hartford, special 
agent. 


Mr. Kerr joined the company’s Pitts- 
burgh office in 1953 1as a supervising 
underwriter and before his appointment 
at Albany had been superintendent of the 
casualty department. He attended Mt. 
Mercy College. During World II Mr. 
Kerr served as an Army Air Force pilot 
for more than three years. 

Mr. Pope joined the company at Indian- 
apolis in 1954 as a payroll auditor. He 
attended University of Denver and In- 
diana University. 

Mr. Sweeney has been associated with 
Hartford Accident since 1957 when he 
completed serving two years’ in the U.S. 
Army. He has been with the New Eng- 
land office since January and previously 
worked at the home office liability de- 
partment. A graduate of Vermont Junior 
College, he attended Boston University 
Law School and University of Connec- 
ticut Insurance School. 


Cont’! Assurance Dividend 

Board of directors of Continental As- 
surance has declared the _ regular 
quarterly, dividend of 25 cents per 
share and an extra dividend of 20 
cents per share. Both the regular and 
the extra dividends will be paid Decem- 
ber 15, to shareholders of record at the 
close of business December 1. 


Cont’! Casualty Dividend 


Board of directors of Continental Cas- 
ualty has declared the regular quarterly 
dividend of 25 cents per share and an 
extra dividend of 50 cents per share. Both 
the regular and the extra dividends will 
be paid December 1, to shareholders of 
record at the close of business Novem- 
ber 17. 


Manager at Philadelphia 


Frank J. Carey, chief executive of The 
Employers’ Group of Insurance Com- 
panies, recently announced the appoint- 
ment of John C. (Maguire as life man- 
ager at Philadelphia. 

Mr. Maguire has been in the life in- 
surance business since 1954. His most 
recent assignment was as_ brokerage 
manager in Philadelphia for Prudential. 
He is a native Pennsylvanian and is a 
graduate of Villanova University. 
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‘Topping Out’’ Ceremonies Held 





New Continental Nat’! Building 


ceremonies were held re- 
cently build- 


ing, the 24-story structure erected by the 


Topping out 
for Chicago’s newest office 


1 Insurance Group at 


Wabash Ave 


Continental National 
the southeast corner of 


and Jackson Blvd 


On hand to observe the final steel 
beam being placed into position were 
Mayor Richard J. Daley, other city as 
well as state officials, officers of the in- 


surance companies, the architectural, 


engineering, steel and building firms. 


The American flag going up with the 


steel beam has been flown over the Cap- 


itol in Washington, D. C., and was for- 


warded to Chicago by the Office of the 
Capitol Architects 
Among executives of the Continental 


National Insurance Group participating 


in the ceremonies were Roy Tuchbreiter, 


chairman of the board of both Continen- 

tal Assurance and Continental Casualty, 
How: ird C. Reeder, pre nent of the life 
company and E dwin H. Forkel, president 
of the casualty company. 

The new 24-story, $18,000,000 edifice is 
joined floor- to-floor to the Continental 
Companies’ present office building at the 
corner of Michigan Ave. and Jackson. 

An unusual aspect of the new —— 
is the use of exposed structural steel, 
new development in skyscraper pliers 
tion. The steel columns and connecting 
exterior spans are sheathed in a con- 
tinuously welded % inch thick steel plate. 
This exterior, to tbe painted charcoal 
gray, will be in sharp contrast to the 
stainless steel frames and special tinted 
glass of the windows. 

The building is the 
structure in Chicago, with 42-foot width 
between main steel columns, and it is 
the first new office building on Wabash 
in 33 years. It is scheduled for comple- 
tion by the fall of 1962 


first large-span 











It’s all here... 


American Casualty agents benefit 
by a genuine multiple line port- 
folio which can unlock the doors 
to just about any type of personal, 
business or professional insurance 
account. Then there’s ACCOPLAN 
—the budget program which breaks 
up premiums into small, easy-to- 
take doses .. . and effectively “wraps 
p” the account. 


COMPANY OF 


Affiliates: VALLEY FORGE 





AMERICAN CASUALTY 


READING, 
All major types of personal and commercial insurance through 20,000 agents and 
brokers and 61 service offices in all states, Canada and Puerto Rico 
INSURANCE COMPANY and 
VALLEY FORGE LIFE INSURANCE COMPANY (Most States) 
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*In most stotes. 


ACCO 


PENNSYLVANIA 

















Participating in ceremonies marking the placement of the final steel beam were, 
from left, Secretary of State Charles F. Carpenter, Edwin H. Forkel, president, Con- 
tinental Casualty; State Treasurer Francis S. Lorenz, Chicago Mayor Richard J. 
Daly, Howard C. Reeder, president, Continental Assurance Co., and Roy Tuchbreiter, 
chairman of both Continental Assurance and Continental Casualty. 


Eleven New Chapters are 
Being Organized by IAHU 


A record number of new c hapters are 


being organized as affiliates of the In- 
ternational Association of Health Under- 
writers, according to managing director, 
Bruce Gifford. 


At the association’s recent board meet- 
ing in Chicago it was disclosed that work 
was going ahead in no fewer than 11 
areas. When a minimum of 15 members 
are signed up, the group may be char- 
tered by the IAHU. 

Target areas are as follows; Memphis, 
Nashville, Chattanooga, Tulsa, Macon, 
Ga.; Ft. Lauderdale, Polk County, Iowa; 
Muncie, Ind.; oe Ind.; Findlay, 
Ohio and Green Bay, Wisc. 

The association now has 93 state and 
local chapters across the country. Per- 
desiring information on how to 
organize a chapter in their community 
should contact the TAHU, 330 S. Wells 
5t., Chicago 6, il, 


sons 


Provident Life & ghana 
Promotes Sedgwick, Hickey 


Provident Life & Accident has pro- 
moted James W. Sedgwick to manager, 
accident department, and Charles E. 
Hickey to agency manager, accident 
department. The announcement was 
made by President R. L. Maclellan 
following the recent quarterly board 
meeting. Both men will continue to 
report to Vice President James E 
Powell 

Mr. Sedgwick, formerly agency 
ager, joined Provident in 1940 as 
cial agent following 
versity of 


man- 
a spe- 
attendance at Uni- 


Illinois and insurance sales 


and management work in Champaign 
Ill. He was advanced to agency super- 
visor in 1943 and to agency manager in 
1946 


Mr. Hickey was graduated from Au- 
burn and joined the accident depart - 
ment as a special agent in 1953 follow- 
ing service with the ‘Army. He was ad- 
vanced to agency secretary in 1956 and 
to supervisor, agencies, in 1959. 


N. P. Comtois Retires 


Norman P. Comtois, chief underwriter, 


health insurance, has retired after 32 
years of service with American United 
Life of Indianapolis. A native of Wil- 
limantic, Conn., Mr. Comtois joined 


American United Life in 1929 as an 
underwriter. He was the senior life 
underwriter from 1943 to 1953. 

Prior to joining American U nited Life, 
Mr. Comtois was employed in “en 
and reinsurance work at Hartford, Con- 
necticut. 


All American L.&C. Shows 
Nine Month A.&S. Gains 


All American 
tinued to show 
sickness gains 
months of ¢ 

Total paid A. & S. premiums amounted 
to $3,565,282 in 1960. This year’s figure 
was $4,188,260—an increase of 17.5%. Net 
investment income (exclusive of capital 
gains) was $347,504 in 1960. In 1961 it 
was $422,969, up 21.7%. Total premium 
income for the first nine months of 1960 
was $6,197,466. In 1961 the figure totaled 
$7,634,027, an increase of 23.18% 


Life & Casualty con- 
substantial accident and 
during the first nine 


West Coast Life Adds to 
A.&S. Security Income Plan 


West Coast Life has added a new five- 
year benefit period plan to its Accident 
& Sickness Income Security policy, Pres- 
ident Harry J. Stewart has announced. 

The new plan is an addition to the ten- 
year and two-year plans already available. 
The five-year plan is being issued to 
qualified male applicants at ages 18-54 in- 
clusive, for A through F. Elimi- 
nation periods are for 14, 30, 90 and 180 
days. First-day accident and_ lifetime 
accident benefits are available. The plan 
is not written on a non-occupational 
basis. 


cl: isses 


A New thats Post st Office 


Insurance brokers and agents as well 
as company people should be interested 
in a new product called the Postamatic 
Pocket Post Office because of its appeal 
aS a prize or premium for meritorious 
production. This new product has nine 
built-in features—Postamatic postal scale, 
postage rate chart, memo pad, 
ical pencil, zippered money pocket, ad 
dress-memo book, stamp case and two 
extra utility pockets, all within a pigskin 
leather case, retailing at only $4.95. 

Postamatic Co. of Philadelphia, the 
manufacturers, point out that the post al 
scale permits one to quickly read the 
correct postage for first class and air 
mail letters weighing up to four ounces 


mech + 


Dr. Cowan Retires 
Dr. Herman Cowan, 


surgical advisor 
at the New York 


offices of Aetna Cas 
ualty & Surety, has retired after 35 
years’ service with the Aetna organiza 
tion and in the medical compensation 
field. He is succeeded by Dr. Thomas H 
Thomas, who has been Dr. Cowan’s as 
sistant since 1958. Dr. Richard D. Bald 
win, who recently joined the staff, will 
duties of assistant surgical 


assume the 
advisor. 
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Chicago’s Police Force 


Chicago Tribune on Nevember 5 began 
a series of articles sounding public opin- 
ion about the police situation in Chicago. 
Major police department administration 
and enforcement changes in that city 
began 20 months ago when Orlando W. 


Wilson, then dean of criminology, Uni- 
versity of California took command of 
Chicago Heo department after dis- 


closure that some p‘ licemen were joining 
in crime instead of fighting it. 

Tribune assigned Clay Gowan of its 
staff to find out whether the situation 
today differs materially from what it*was 
nearly two years ago. He and other 
members of Tribune’s staff interviewed 
burglary insurance agents, brokers, un- 
derwriters and investigators, busi- 
ness men, truck drivers, taxi drivers and 
the policemen on the beat and in station 
houses 


loss 


Most of the burglary insurance repre- 
sentatives, none of whom would permit 
publication of their names — said there 
had been an improvement in morale and 
in organization of the police department, 
but they did not note any change in the 
burglary situation as far as successfully 
stopping skilled, professional, crooked 
yperators in theft and robbery activities 
is concerned. 

Officials of 
Commerce 
brought to 


Chicago Association of 
ewe “The New Look” 
he department by Superin- 


tendent Wilson. The president of that 
association is James E. ucherioed, who 
retired this fall as vice president of The 


Prudential Insurance Co., in charge of 
its Mid-America home office on Chicago’s 
Lake Front at Randolph Street. 

Talking to The Chicago 
writer, Mr. Rutherford said: 

“T am convinced that Superintendent 
Wilson’s aim is to make Chicago police 
force the finest one in the nation—and 
that he has the necessary ability, knowl- 
edge, and experience to do it.’ 


Tribune's 


‘ = * 


Shall I Stop Eating? 


| have arrived at a similar situation 
which is confronting a great many other 
persons over 40 years of age in connec- 
tion with a problem facing every such 
person three times a day. It is what is 
going to be my fate if I continue eating. 

Shall | have a debate with myself as to 
everything on the table “from soup to 
nuts,” adding up the calories and won- 
dering whether it will be necessary to 
stop wearing my present assortment of 
clothes and buy larger sizes; shall I gaze 
reproachfully at every lump of sugar and 
Worry about how many undetected 
lumps I am swallowing; shall I know 
Just what item on the table will push me 
on the road to diabetes or to hardening 
of the arteries? And what is there left 
to cat that will prolong my life? Fur- 
thermore, is eating merely a habit just 
as is cigarette smoking and couldn't 
most of the food be passed by anyway 
without any serious consequences ? 

















I was greatly enjoying my 
trips to the breakfast, 
tables, and even to the soda fountains, 
until I attended series of press con- 
ferences growing out of report of ac- 
tuaries and medical directors of insur- 
ance companies which had considerable 
to do with the problems of overweight 
and underweight. The conferences, at- 
tended by many magazine and news- 
paper writers generally, were held in the 
home offices of insurance companies and 
wound up in the dining rooms of execu- 
tives of those companies. Dignity, pres- 
tige and authority of these conferences 
were conferred by the presence of chair- 
men, presidents and such executives as 
medical directors, chief actuaries and 
welfare directors of the companies. 


three daily 
lunch and dinner 


As far as I could conjecture the objec- 
tive of one of the principal conferences 
was to emphasize that men between the 


ages of 20 and 30 were generally taking 
on too much weight, one reason given 


was that couples are marrying at a much 
younger age than formerly; that they 
can hardly wait until they finish college 
before walking down the aisle to matri- 
mony; and then the bride for the next 
few years begins to pamper her husband 
with all sorts of delicacies so she nails 
down his love until nothing can upset it. 


At that conference the reporters were 
given a leather bound book giving the 
exact number of calories every food con- 
tains. | quickly noted that ice cream 
soda, especially if it contains anything 
malted, was way up at the head of the 
list—more than 420 calories 

That was frightful news for me as 
after the theatre | had been going into 


Schrafft’s restaurant and soda fountain 


on nearby Broadway instead of to Sardi’s 
har, and drinking a coffee frosted. Read- 
ing that little red calorie directory 
stopped my visits to Schrafft’s, so I re- 
turned to the restaurant bars. That 
didn’t do any good as I learned that 


straight Manhattan cocktails contain a 
lot of calories, so I switched to “Per- 
fect Manhattans,” and they were calorie 
loaded, too. Fin: ily I drank dry Man- 
hattans but gave them up when those 
served me gave me the feeling I was 
drinking a glass of perfume. A_ bar- 
tender told me that the lemon peel was 
responsible for that. 





Private doctors started to warn me 
about all sorts of cuisine danger. I was 
told to beware of fats, all chops and 
many other brands of meat which con- 
tained fat as butchers do not eliminate 
fats and bones as the customer is pre- 
sumed to pay.for this excess weight. All 
starches become taboo; so I put in some 
time trying..to tackle successfully the 
starch problem. A big warning was 
given all potatoes with butter sauce on 
them; something even undesirable about 
baked potatoes. 

Leaving many banquets before the eat- 
ing started I have gone to a delicatessen 
in Greenwich Village near my apartment 
and loaded up with a carton of milk and 
graham crackers. When a doctor in- 
formed me that these crackers were 


sweet—and, therefore, too many of them 
added to weight, I mournfully discon- 
tinued eating them and just drank the 
milk. 

Next, I was horrified while hearing a 
talk by an assistant medical director of a 
Chicago life company at the Elks Club, 
Brooklyn, warning the audience against 
drinking milk. 

3ut, | felt quite sure that no one was 
going to put canned soup on the black- 
list. It is a favorite of mine even in 
restaurants which do not take the trouble 
or undergo the expense of having their 


chefs make soup. Those cans of soup 
and some other things, too, are full of 
salt. And salt seems to be almost as 


cake. 

The final coup de grace was last sum- 
mer when in visiting my sister in Chicago 

drank an entire can of orangeade. Just 
after I returned to New York I read 
story from Florida to the effect that 
a wholesale bottler of this drink was 
doctoring it with sugar. 

Of course, as a last resort 
the fruit salads composed of genuine 
grapefruit, oranges and other innocent 
looking arrangements surrounded by let- 
tuce leaves. Alas, not satisfied with the 
raw fruit salad many of the best restau- 
rants serve this salad with a sweet dress- 
ing which is almost guaranteed to add 
lot to your weight. 

I understand that some breakfast foods 
do not contain anything objectionable to 
doctors or anybody else. But I do not 
expect to spend the rest of my dining 
days eating breakfast food exclusively. 
Even if I did and poured the customary 
milk over it—what about the danger of 


milk drinking ? 


dangerous as layer 


there are 


x * * 


Sees Good Future for Insurance- 


Stock Mutual Funds 


Insurance-stock mutual funds—cur- 
rently among top performers of the open- 
end investment company field—may re- 
tain their star lustre “for some time to 
come,” according to Howard Slomand, 
vice president for research of the B. C 
Morton Fund, Inc. Noting that the 
Morton Fund’s Insurance Series regis- 
tered a 43.3% assets-per-share gain in 
the first nine months of 1961, Mr. Slo- 
man said that insurance funds in gen- 
eral have been out-performing the fund 
industry as a whole. 

“T would not want to predict they can 


maintain their present growth rate in- 
definitely,” he added. “But they do show 
considerable promise of keeping their 
comparative lead over funds of other 


types for quite awhile yet.” 

Addressing a meeting of dealer repre- 
sentatives at the B. C. Morton Fund’s 
offices in Boston Mr. Sloman said in- 
surance-stock funds are currently reap- 
ing indirect benefits from an industry 
which has within its framework “classical 

of sustained, long-term growth. 


elements” 
Chief among these, he said, is the fact 
that the insurance field is far less sen- 
sitive to sharp and sustained changes in 
business and economic conditions than 
is the case with many industries. 

30th business and personal insur- 
ance policies,” he explained, “tend to be 
renewed or maintained during depression 
periods because of the even greater im- 
portance of protection at such times. 
Although continued growth may be di 
rectly affected to a greater or lesser ex- 
tent, the industry is less cyclical than 
most commercial fields.” 

Mr. Sloman listed diversification as 
another prime factor in favor of the 
insurance industry’s long-term future. 

“Insurance,” he said, “is vital to all 
phases of our economic and _ financial 
structure. It is closely related to develop- 
ments in the business world as well as 
the personal affairs of individuals. Its 
underlying assets are also widely diver- 
sified—and have ‘an opportunity to reflect 
trends in the economy and population. 
In fact, the insurance business has the 
largest dollar volume of any business in 
the world.” 

According to Mr. 


Sloman, insurance 


companies have tended to adjust to in- 
flationary trends—“because rising price 
levels call for increased insurance protec- 
tion, hence larger premium income.” He 
said the insurance field is also benefiting 
from such factors as: automation, new 
types of protection, scientific advances. 
Mr. Sloman cautioned that the insur- 
ance industry’s current strength and 
future prospects offer no guarantees that 
all insurance-stock mutual funds can be 
expected to produce satisfactory invest- 
ment performance in the months and 
years ahead. 
“Insurance-stock funds will have es- 
sentially the same problems of all mu- 
tual funds, whatever their investment 
policies,” he said. “The problem is select- 
ing sound portfolio securities on the basis 


of long and exhaustive research. In ad- 
dition to diversification and full-time 
professional management, careful selec- 


tion is one of the three key components 
of the traditional mutual fund concept. 
All three can be expected to play crucial 
roles in determining which insurance- 
stock funds capitalize on the future 
potential of the insurance industry.” 

* * * 


O’Connor Editorial Director of The 
National Underwriter Co. 


James C. O’Connor, secretary of 
National Underwriter Co. 
editor of fire, casualty and surety pub- 
lications, has been appointed editorial 
director of the publishing company. He 
is relinquishing his direct editorial duties 
and will have general supervision over 
all editorial matters. In his new position, 
he will assume responsibilities formerly 
handled by President John Z. Herschede. 

sest known to insurance men as editor 
of the Fire, Casualty & Surety Bulletins 
for the past 28 years, Mr. O’Connor 
was born in Joliet, Ill., in 1906. He re- 
ceived degrees in arts and law from 
Loyola University of Chicago and was 
admitted to the Illinois bar in 1932. He 
joined The National Underwriter Co. in 
Chicago in December, 1933. For several 
years before he went to the home office 
at Cincinnati in 1947, he was an associate 
editor of The National Underwriter. 

Mr. O’Connor became executive editor 
of fire, casualty and surety publications 
in 1950 and was elected secretary of the 
company in 1959. Kenneth O. Force con- 
tinues as executive editor of the fire and 
casualty edition, and Robert B. Mitchell 
as executive editor of the life edition of 
The National Underwriter, the operations 
of which are unchanged. 


The 


and executive 


* * x 
Artists to Boycott N. Y. City 


Saturday Review carries a story say- 
ing that the New York Fire Department 
has arbitrarily decided to close down 
many of the high-ceilinged lofts i in which 
artists work. “Such an action,” it says, 
“would put the artists out of work.” 

The magazine says that the artists 
have made several responsible counter- 
proposals which have been rejected by 
the city’s fire department. So it believes 
that action against the artists seems 
inevitable. 





“Betore inspec ting the more interesting 
aspects of this dis mall situation, 
Saturday Review, “two facts 
recognized. One is that the 
these ‘high-ceilinged 
some of the most 
city.” Continuing, 

“Second, the moral boycott these fine 
painters propose is one of broad com- 
prehensiveness. They threaten not to 
exhibit in galleries or museums in New 
York or to show their work to the public 
in their studios. They will not visit any 
gallery or museum in the city, nor co- 
operate with any showing of their work 
there. Where possible they will withdraw 
works from loan or consignment and 
will seek to enlist the support of other 
artists outside the city. Finally, they will 
refuse to cooperate in any public activity 
in New York, whether by lecturing, ap- 
pearing on radio or TV. or being inter- 
viewed, if such activity involves them as 
painters.” 


Says 
must be 
artists with 
studios include 
noted artists of the 
Saturday Review says: 
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Hemispheric Meeting Takes Strong 


Stand Against Govt. Interference 


A strong stand for maintenance of in- 
surance and reinsurance as a field for 
private enterprise free from interference 
by government was taken by the Eighth 
Hemisp heric Insurance Conference at the 
closing session on October 29 of its week- 
long meeting in Lima, Peru. 

The conference, sponsored by the 
Chamber of Commerce of the United 
States with the Insurance Companies 
Association of Peru as host, not only 
reaffirmed its “Declaration of Santiago, 
Chile” for the rights of insurance as pri- 
vate enterprise, but went on to lash out 
vigorously at the destruction of private 
insurance which has taken place in Cuba 

Enrique Godoy, head of the Godoy- 
Sayan Organization, formerly of Havana, 
Cuba, and now in exile in the United 
gee brought the conference delegates 
heir feet with a stirring recitation 
a the losses which have been inflicted 


upon the private Cuban insurance com- 
panies. Following Mr. Godoy’s unsched- 
uled appearance before the conference, 
representing the Association of Cuban 
Insurance Companies in Exile, delegates 
from many countries, in turn, pledged 
their support for strong condemnation 


of the Cuban action and expressed deep 
sympathy for their “colleagues in Cuba 
deprived under these regrettable circum- 
stances, from exercising their profession 
of insurance.” 

Mr. Godoy said there are approxi- 
mately 150 former Cuban insurance men 
in exile in the United States 


Future Meetings in Mexico City and 
Bogota 


The conference voted to accept the in- 
vitation of the Mexican Association of 
Insurance Companies to hold the Ninth 
Hemispheric Insurance Conference in 
Mexico City in 1963. While the exact 
date was not fixed, it probably will be 
in October, according to Luis Sanchez, 
general manager of La Libertad Com- 
pania de Seguros, who headed the Mexi- 
can delegation at the Lima Conference. 

It was also voted to accept the invita- 
tion of the Insurance Companies Associa- 
tion of Colombia to hold the tenth con- 
ference in Bogota in 1965. The invita- 
tion was extended by Carlos Echeverri, 
vice president of Compania Colombiana 
de Seguros and President of the Colom- 
bian Association. 

Some 300 delegates from 15 countries 
in the Western Hemisphere attended. In 
addition observers were in attendance 


from England, France, Germany, Italy, 
meg nae and the Philippine Islands. 
The United States delegation of 49 was 


headed by James O 
of the American Foreign Insurance As- 
sociation and chairman of the Hemi- 
spheric Prewnitics Conference Committee 
of the Chamber of Commerce of the U.S. 
Vice Chairman of the U. S. delegation 
was E. A. G. Manton, president, Ameri- 
can International Underwriters Corpor- 
ation. Also included was Ben H. Mitchell, 
chairman of the U. S. Chamber’s Insur- 
ance Committee and president of the 
Texas Employers’ Insurance Association. 

The Lima Conference amplified its 
stand in support of insurance as private 
enterprise by reaffirming unanimously its 
“Declaration of Santiago de Chile,” 
adopted first in 1950. The declaration as- 
serts that insurance “must be freely ex- 
ercised by private business without re- 
strictions, intervention or subscription on 
the part of the state so as to interfere 
with its [private insurance] develop- 


Nichols, president 


ment, which would be contrary to the 
interest of the insurable population and 
the general private economy.” 

In another resolution in support of pri- 
vate insurance, the Lima Conference 
went on record as applying the freedom 
principle to reinsurance as well as direct 
insurance. It mentioned specifically the 
reinsurance situation in Argentina. There 
the government has for some years con- 
ducted a monopolistic reinsurance fund 
applying to all companies operating in 
the country but especially discriminatory 
against foreign insurance companies. 





ENRIQUE GODOY 
Addresses Conference 


Members of the Argentine delegation, 
which supported the resolution for elimi- 
nation of government interference, said 
they have high hopes that President 
Frondizi may soon sign a decree elimi- 
nating the compulsory feature of the 
Argentine law, leaving the “Institute” as 
one of the reinsurance facilities avail- 
able to the insurers to be used if they 
desire. 


Credit to Argentine Delegation 


The large part of the credit for reach- 
ing this favorable position was given by 
the Argentine delegation to the work of 
the Hemispheric Insurance Conference 
and its persistent strong support of the 
principle or priv ate enterprise for insur- 
ance and reinsurance in all of the coun- 
tries of the Hemisphere. 

It was pointed out by supporters of the 
resolution that whereas there 


was a 
strong trend toward government inter- 
ference in insurance in Latin America 


a few years ago there have been no fur- 
ther actions taken in this direction since 
the Hemispheric Insurance Conference 
began meeting in 1946 with its vigorous 
support of private enterprise culminating 
in its “Declaration of Santiago de Chile” 
adopted in 1950 and emphatically reaf- 
firmed at each succeeding biennial con- 
ference since that time. In addition, it 
was pointed out, the Mexican govern- 
ment a few years ago sold its life insur- 
ance company to private capital. 

The Lima Resolution declared that it 
“ratifies its position opposing state 
monopoly in the insurance and reinsur- 


ance activities, in view of the fact that it 
threatens the existence of private insur- 
ance and implies the operation of an 
ideology antagonistic to the political and 
economic institutions of America, which 
are based on the freedom and develop- 
ment of private enterprise.’ 


Declaration on Investments 


Other actions taken by the Lima Con- 
ference included: 

1. A declaration against legislation 
compelling insurance companies to invest 
their reserves in any specified form of 
investment. This was aimed especially at 
efforts in some countries to compel the 
companies to invest in low cost housing 
or in government securities issued to fi- 
nance such projects; 

2. Opposition to extension of social se- 
curity laws into the field of benefits 
which private insurance companies are 
able to cover. Specific mention was made 
of encroachment into workmen’s com- 
pensation which is being carried out in 
some Latin American countries; 

3. Opposition to compulsory third party 
liability insurance; 

4. Opposition to giving special priv- 
ileges and tax exemption to cooperatives 
in competition with private commercial 
insurance; 

5. Urging the private insurance com- 
panies of the Hemisphere to make the 
fullest possible use of the well known 
principles of sound public relations; 


Free Trade Zone of Latin America 


6. Paving the way /or 
conference of the proposed Trade 
Zone” of Latin America, including the 
further proposal for a Central American 
Common Market, and for participation 
as an observer in the formulation of 
plans for these Zones. 

Some 50 papers and speeches presented 
before the various sessions of the Lima 
Conference laid major emphasis upon 
the responsibility of the insurance com- 
pany executives to keep abreast of cur- 
rent economic and social developments 
and to keep the private insurance busi- 
ness fully alert to its opportunities to 
supply the needs of property owners for 
protection of all kinds on the most ef- 
ficient basis possible and at the lowest 
possible cost. It was pointed out that 
only on this basis can the private insur- 
ance companies demand and expect the 
freedom to operate their business as pri- 
vate enterprise. 

Pedro Beltran, Prime Minister of Peru, 
addressing the opening session of the 
conference, urged the delegates to study 
and participate in the solution of the 
many pressing current problems of an 
economic and social nature. He cited the 
‘Alliance for Progress” program as an 
example of the need for insurance com- 
pany executives to take an active part 
in the affairs of their countries. 

Later in the conference President 
Prado of Peru met with the chief dele- 
gates from each country and urged them 
to share in the work of solving some of 
the pressing problems facing the econ- 
omies of the Latin American countries 
as their part in maintaining private en- 
terprise and a free economy. 

James Loeb, United States Ambassa- 
dor to Peru, gave a briefing session at 
the Embassy for the United States dele- 
gation to provide background informa- 
tion on the economic, social and political 
situation in Peru. Later Ambassador and 
Mrs. Loeb held a reception at their resi- 
dence for the U. S. delegates and their 
wives. 

Ambassador Loeb said that his entire 
family is engaged in insurance in Chi- 
cago but that his own experience had 
been limited to two weeks service in the 
Associated Agencies of Chicago. 


study by the 
“Free 





BENEFICIAL F. & C. EXPANDS 

Beneficial Fire and Casualty of Los 
Angeles has been admitted to transact 
business in Delaware, Minnesota and 
Oklahoma. The company now operates 
in 19 states and is a member of the 
Beneficial Insurance Group, comprised 
of Beneficial Standard Life of Los An- 
geles, Fidelity Interstate Life of Penn- 
sylvania, Vermont Accident Insurance 
Co. and British Pacific Life of Canada. 


Worcester Mutual Shows 
Large Underwriting Gain 


For the first eight months of 1961, t 
Worcester Mutual Fire of Worcester, 
Mass., reports an underwriting gain of 
$1,275,222. This is one of the largest eight 
months’ underwriting gains in the history 
of the company. Net gain for the period 
is $173,927 after payment of dividends to 
policyholders. The ratio of underwrit- 
ing expenses to net premiums written is 
34%. Losses and loss expenses to pre- 
miums earned is 43%, making a com- 
bined ratio of 77%. 

John Adams, Jr., president of the 
company, stated that according to all 
present estimates, hurricanes Carla and 
Esther will not appreciably affect the 
company’s loss ratio during the next 
four months. As of September 1, the 
Worcester Mutual’s surplus to policy- 
holders was $4,931,828. This figure shows 
an increase during an eight month period 


f $621,380, 


Republic Recommends 


Capital Stock Boost 

Directors of Republic Insurance Co. 
have recommended an increase in the 
common capital stock of the company of 
40,000 shares which would make a total 
of 1,000,000 shares outstanding of $5 per 
share. The new shares would be dis- 
tributed to stockholders on the basis of 
1 share for each 24 shares held. The 
recommendation will be voted on by 
stockholders in February. 

Republic also declared two dividends, 
a 1% of $1 a share on the 4% preferred 
stock payable December 26 and a 4% 
dividend or 20¢ a share on the common 
stock payable November 24. 


Foreign Credit Risk 
Board Members Named 


Elected to the board of governors of 
the newly created Foreign Credit In- 
surance Association, which has 20 top 
insurance companies as members, are 
Thomas H. Bivin, Great American; 
Francis A. Lewis, Insurance Company of 
North America, with Thomas Torrey as 
an alternate; Vincent McKerrow, Con- 
tinental-National Companies; William 
R. Newton, Liberty Mutual, and John 
Dillard, Fireman’s Fund. The Great 
American is chairman. Membership on 
the board will be rotating and the board 
will be expanded to seven companies. 


Cites Real Causes of 


Grain Elevator Fires 

Popular opinion to the contrary, grain 
elevator fires are seldom caused by 
“spontaneous combustion,” and dust ex- 
plosions in the same structures are in- 
frequent. So declared the general man- 
ager of the Association of Mill & Ele- 

rg? Mutual Insurance Companies, H. 

Lee of Chicago, speaking at the Na- 
«Bon il Fire Protection Association’s fall 
conference meeting in Kansas City. 

According to Mr. Lee, although “spon- 
taneous combustion” is a little understood 
term, it is commonly cited as the cause of 
grain elevator fires because of its mys- 
terious sound. Actual causes of most of 
these fires are much less glamorous, 
ranging from dirty electric motors and 
slipping elevator belts to careless smok- 
ing and poor housekeeping, he declared. 
And grain elevator dust explosions make 
the headlines because they are spec- 
tacular, but they are relatively infrequent 
and almost always in back of the ex- 
plosion is a preventable cause. 

Mr. Lee participated in NFPA confer- 
ence which brings together several hun- 
dred fire safety experts from all parts 
of the United States and Canada. He 
cited a number of standards and recom- 
mendations developed by NFPA, as the 
most authoritative guides to fire preven- 
tion in grain elevators. 
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Examination Committee 


Of Insurance Institute 

The rapidly expanding use of the 
educational program and examinations of 
the Insurance Institute of America has 
made it desirable to have a special com- 
mittee to review and (revise the suggested 
oan nination questions prior to each 

mination period. Dr. Harry J. Loman, 
executive vice president of the Institute, 
has announced appointment of a com- 
mittee consisting of: 

Dr. David L. Bickelhaupt, CPCU, As- 
sociate Professor of Business Organiza- 
tion & Management, Ohio State Univer- 
sity; John J. Leddy, CPCU, director of 
education, American Insurance Group; 
Andrew A. Melgard, CPCU, insurance 
education supervisor, Insurance Depart- 
ment of Maryland; Dr. Robert W. Strain, 
CPCU, CLU, executive secretary, Na- 
tional Association of Insurance Agents; 
William A. Stringfellow, general man- 
ager, National Association of Mutual In- 
surance Agents, and Maynard W. White- 
law, manager, personnel and education, 
General Adjustment Bureau. 

The general pattern of operation of 
the committee will follow that of the 
American Institute’s examination com- 
mittee that each year reviews, criticizes, 
and revises the proposed CPCU examina- 
tion questions. 


New Hartford Ad Features 
Civil War Loss Payment 


\ link between the North and South 
even during the Civil War is being fea- 
tured by The Hartford Insurance Group 
in a current national advertisement. The 
full color display relates the confidence 
of a ‘Charleston, S. C., agent in the Hart- 
ford Fire. 

When communications between the 
North and South had been severed by 
the Civil War in 1861, Hartford agent 
Augustus H. Hayden wondered what to 
do with the proofs of fire losses of his 
policyholders, since it was impossible to 
present them to the company. 

He then decided to seal them in a stout 
wooden keg and bury them in a field. 
Nearly five years later, when hostilities 
ended, Hayden dug up the keg, mailed 
the papers to Hartford, and every claim 
was paid in full. 

Illustration for the display, 
in “Life,” “Look,” and “National Geo- 
graphic,” was done by the ‘Chinese- 
American artist Fred Eng. Artist Eng 
has presented a strikingly symbolic art 
collage with Hayden’s keg, appearing in 
the center of the illustration, surrounded 
by several Civil War mementos. 


to appear 


Fowler Re-elected Pres. 


Of NBFU 25-Year Club 


Everett W. Fowler, chief engineer of 
the National Board of Fire Underwriters, 
has been re-elected president of the Na- 
tional Board of Fire Underwriters’ 
Twenty-Five Year Club at the organiza- 
tion’s annual dinner. Among the guests 
was John A. North, president of the 
National Board, and chairman of the 
board of the Phoenix of Hartford Insur- 
ance Companies. 

Julia D. Russell, secretary to the gen- 
eral manager, was re-elected vice pres- 
ident of the Twenty-Five Year Club, and 
Helen S. Schofield, secretary to the gen- 
eral adjuster, was re-elected secretary. 
Herbert C. Watson, a special agent in 
the arson department, was elected vice 
president, representing the San Fran- 
cisco Chapter. He succeeds Charles E. 
Landis, retired. 

Bertha Schwartz, a secretary in the 
engineering department, was re-elected 
vice president, representing the Chicago 

chapter. 

The club welcomed the following new 
members: Ruth Rosst, loss information 
service; Elizabeth Trappan, statistical 
department and Raymond E. Hughes, as- 
sistant to the general counsel. Eleanor 
S. Cleaver, retired supervisor of the loss 
information service, came from her home 
in San Antonio, Tex. to attend the 
dinner, 


Loss Executives Meet 


At the October meeting of the Loss 
Executives Association in New York 
Charles T. Spackman, president, and sec- 
retary of the Reliance, presided. 

Four new members were elected. They 
are Marion Harmon, The Fund Group; 
E. W. Brinkman, America Fore Loyalty 
Group; William S. Mooney, American 
Home Assurance, and D. Ross Bell, 
Springfield-Monarch Companies. 

Ivan H. (Cy) Peterman, author, col- 
umnist, lecturer, spoke on the work of 
the Insurance Office of Pennsylvania. 


Selected Risks Assets, 


Surplus, Premiums Rise 


Admitted assets of Selected Risks In- 
surance Co., Branchville, N. J., amounted 
to $21,583,618 as of September 30, an 
increase of $3,381,602 over the September 
30, 1960 figures. Policyholders’ surplus 
totaled $6,320,401, an increase of $1,654,- 
729 over the figures of the previous year. 

Premiums written during the first nine 
months of this year, including reinsur- 
ance, totaled $11,677,346, an increase over 
the same period last year of $902,510 or 


8.4%. Investment income for the nine 
months totaled $371,770, up 15.8%. 

Underwriting operations produced a 
profit, before taxes, of $276,449 compared 
with a profit a year ago of $35,971. The 
incurred loss ratio, including loss ad- 
justment expense, declined from 63.0% to 
60.2% while the expense ratio increased 
from 33.4% to 33.6%. 

The board of directors has declared an 
extra dividend of 10 cents a share, in ad- 
dition to the usual quarterly dividend of 
30 cents a share. This is the second extra 
dividend of 10 cents this year. 





Results of our 





“Agents Seminars” 


During 1960, executives of The Atlantic Companies got together with independent agents in all 
parts of the country for a series of informal meetings. They discussed industry problems and goals, 


ideas and “gripes” 


. We knew these meetings would be stimulating —but we had no concept of the 


number of practical, business-building ideas they would produce. Here are five ideas that our 
Companies, with agents’ help, have already turned into realities... 


A 
(CFA 








COOPERATIVE ADVERTISING PROGRAM: Advertise- 
ments telling the public why to buy insurance 
through independent agents are appearing in 90 
newspapers coast to coast, with agents’ tie-in list- 
ings. Agents pay half the cost of their listings only. 


PREMIUM BUDGET PLAN: The easiest-to-use monthly 
payment plan in the industry, utilizing a novel 
slide-rule calculator, has been made available to 
agents. The cost to the insured (10 month plan) is 
$2.52 per $100 of financed premium. 


RESEARCH AND DEVELOPMENT PROGRAM: Agents 
now benefit from a newly established “idea mill” 
which meets in Atlantic’s Home Office and Mid- 
west and Pacific Division offices to analyze and 
improve anything from claims service to policy 
forms. 


BUSINESS SAFEGUARD PROGRAM: With the advice 
of agents, a coordinated group of flexible package 
coverages for all types of businesses has been 
designed. “Retailer's Safeguard” has already 
proved itself in a number of states. 





AVERAGE COMMISSION SYSTEM: Eligible agents can 
take advantage of a new system which saves time 
and money in their office and in ours. 


Because of the success of these seminars, we will be'inviting more of our agents to sit down with 
us for straight-from-the-shoulder talks in the months ahead. We hope that you will be willing to 
spare the time. Meanwhile, our sincere thanks for your past cooperation. 


Business Established 1842 


THE ATLANTIC COMPANIES 


28 Offices in Cities from Coast to Coast ° 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 


ATLANTIC MUTUAL « CENTENNIAL 


Home Office: 45 Wall Street, New York 5 





Helm nities as ha Mer. 
Of Glens Falls Ins. Co. 
G. ELLIS NAMED AS SUCCESSOR 
Helm, With Company Since 1928, Had 
Fine Career in Public Relations; 
Elected Glens Falls Mayor 
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relations manager. Under his super- 
vision, this department grew from a one- 
man operation to its present staff who 
are charged with the responsibility for 
developing advertising, sales prom ition 
and publicity for the company’s 7,000 
independent agents. 

Past President of IAC 
During his 


tenure aS manager, Mr 


ee Helm held several insurance industry- 
, Wide offices. He is a past president of 
ang the Insurance Adver tising Conference 
Glens and at the time of his retirement a mem- 
N. Y., ber of the public relations committee 
company’s f the \merican Foreign Insurance As 
f service. sociation and chairman of the advertis- 
Mayor ing committee of the Marine Office of 
ticket America 
man- Mr. Helm has also been active in 
rela- state and national public service pro- 
Falls, to grams. In his position as secretary of 
a the New York State Citizens Council 
ast for Traffic Safety, he has been instru- 





assistant mental in promoting 


and pedestrian 


improved highway 


safety. He also served 





Falls in m the public information committee of 
ager in former President Harry S. Truman’s 
ment Highway Safety Conference 
member of Mr. Helm, a veteran of World War 


where he served as an officer with the 


ree years U. S. Army, received his education at 
newly- Charleston Prep and the University of 
public [linois 
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Ellis Career 


Mr. Ellis joined the company in May 
of this year. He brings with him a 
number of years of experience in ad- 
vertising, sales promotion, and market- 
ing. He received his formal education 
in the schools of Hamilton, Ontario, the 
University of Alberta, and the Univer- 


sity of Western Ontario. Early in his 
business career he worked with the 
Tuckett Tobacco Company, Ltd., as ad- 
vertising supervisor. More recently he 
was associated with the House of Sea- 
gram, Ltd., of Montreal, Canada, where 
he served as assistant to the president 
and director of marketing development 


Mr. Disbrow joined the Glens Falls 
as a management trainee in June, 1958, 
and shortly thereafter was assigned to 


relations de- 
attended Oneonta High 
School and is a -graduate of Hartwick 
College where, in 1958, he was grad- 
uated with a Bachelor of Science degree. 
During his allen career Mr. Disbrow 
was active in the fields of public inform 
tion and advertising as program or 
of radio station WDOS of Oneontz 


NATIONAL UNION DIVIDEND 
National Union Fire 
Pittsburgh, have de- 
quarterly dividend of 
55 cents a share on the outstanding cap 
ital stock, The dividend, payable Decem- 
ber 21 to stockholders of record on De- 
cember 1, is the firm’s 160th consecutive 
dividend 


the advertising 
partment. He 


and public 


Directors of. the 
Insurance Co. of 
clared a regular 
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INSURANCE GROUP 


SAN FRANCISCO 


Continental Gains 


(Continued from Page 1) 


1960 and $30,106,000 in 1959, for the same 
period. Net investment income was $33,- 
091,000 this year, $32,185,000 last year 
and $30, 145,000 in 1959. Operating gain 
is $16,960,000 this year, $3,166,000 in 1960 
and $39,716 in 1959. Net gain from opera- 





J. VICTOR HERD 


tions and capital transactions this year 
is $26,074,000, compared with $14,624,- 
000 last year and $23,339,000 for the same 
period of 1959. 


Los Angeles Fire Loss 
To Reach $6,400,000 


will be heavy 
vast fires in the 
Angeles, Calif., area which last week 
destroyed a Bit to 300 homes, many of 
them expensive residences. It has been 


Fire insurance losses 
as a result of two 


Los 


estimated that the fire loss will exceed 
$20,000,000 but insurance losses are esti- 
mated around $6,400,000. The Bel Air 
fire reportedly destroyed the homes of 
such screen stars as Joan Fontaine, Zsa 
Zsa Gabor, Burt Lancaster, Joe E. 


Brown and others. 


Young Replaces Leggett as 
Missouri Insurance Supt. 


C. Lawrence Leggett, the only civil 
service career man to ever serve as 
Superintendent of Insurance for Mis- 
souri, has been dismissed by Governor 
John M. Dalton. The fact that Super- 
intendent Leggett would not be reap- 
pointed by Governor Dalton was pre- 
dicted several weeks ago, a few days 
after he had told the Governor that he 
would not stop his opposition to several 
bills pending in the Missouri General 
Assembly, then in session, including a 
proposal for non-prior approval insur- 
ance rates. 

Governor Dalton told Mr. Leggett that 
he would not force him to support the 


proposed bills if he could not conscien- 
tiously do so. Superintendent Leggett 
stated a few days ago that he would 


send his resignation to Governor Dalton 
last week. He was an applicant for re- 
appointment and had hoped to keep the 
$12,000 a year position. Mr. Leggett, 
65 years old, has been employe of the 
State of Missouri since 1933, when he 
started with the state auditor’s office. 
He transferred to the Insurance De- 
partment as a senior examiner in 1937 
and held that position until he was ap 
pointed Superintendent of Insurance ef- 
fective on November 25, 1949. 

George D. Young has been appointed 
Missouri Superintendent succeeding Mr 
Leggett. Mr. Young was formerly with 
Transit Casualty Co. of St. Louis as as- 
sistant secretary-treasurer. 
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Alford on Barrett-Russo Law 


In his statement at the Condon com- 


mittee hearing Oct. 23 Newell G. Alford, 
Jr, Deputy Superintendent, New York 


Insurance Department, said that Super- 
intendent Thomas Thacher had asked 
him to review briefly specific examples 
of rating matters before the Department 
in which the Barrett-Russo amendment 
to section 183, subsection 1 (d) of the 
Insurance law (freedom of contract) has 
played an appreciable part. 

Mr. Alford emphasized that in none 
of these rating matters has an insurance 
coimpany or a rating organization asked 
for a hearing with regard to interpreta- 
ion of this amendment. Thus, 
tion of the Barrett-Russo amendment 
“has not as yet been an element of 
matter in actual litigation before the 
Department,” said Mr. Alford. He added 
that “in cases to which I will refer, the 
order or action of the Department be 
final because the rate 
for whatever reason it 


construc- 


any 


came maker did 


not, saw fit, in- 
voke its right to a review of the matter 
within the Department.” 

The Deputy Superintendent then spoke 
of the Department’s disapproval last Feb- 
ruary of the filing by New York Fire 
Rating Organization tor the public and 
institutional property plan, coverage 
thereunder being essentially fire insur- 
ance. He explained that on fire insurance 
generally in New York State in 1960, as 
in 1959, the commissions paid by 
company insurers amounted to 
25% of premiums written. 

“In this filing,” he said, “the rating or- 
ganization used a total expense ratio 
(excluding loss adjustment expense) of 
31.5% of premiums. It did not break 
this down into its components. The 
usual components are: general adminis- 
trative expenses, taxes and fees, com- 
missions and brokerage, and other ac- 
quisition expenses. 


Unable to Make Breakdown 


“The rating organization stated that 
it was unable to make such a breakdown. 
It made no claim that commissions of 

than 25% had been paid on the 
particular classes of fire insurance busi- 
ness for which it was making rates, but 
stressed that, in the judgment of its 
member companies, inbecevialins ex- 
penses under the proposed plan would be 
less than the average for the business. 
It did not present the reasoning that lay 
behind this judgment. 

“The filing proposed rates substantially 
less than those in use for the classes of 
property involved, but it was not urged 
that the current rates were excessive. 
Nor was there any reason to believe that 
they were so; had there been, these rates 
would have been ordered decreased. 
On this state of the record, the filing had 
to be disapproved. In the light of the 
Barrett-Russo requirement, it’s a_ bit 
hard to see how the expenses provided 
by the rating organization could have 
been justified or supported, but in any 
case no attempt was made to do so.” 

Mr. Alford then said that “the Barrett- 
Russo question played an appreciable 
part in a few individual company filings. 
One company for a substantial number 
ot years had deviation filings under 
section 185, subdivision 4, of the Insur- 
ance Law, which permitted it to charge, 
compared. to rating organization rates, 
10% less for automobile physical damage 
coverage, 10% less on inland marine 
and 15% less on burglary, glass, and 
comprehensive personal liability cover- 


stock 


about 


less 





BLEGEN ON COMMITTEE 
President Harry W. Miller of the New 
York Board of Fire Underwriters has 
appointed J. N. Blegen, vice president of 
oa America Fore Loyalty Group, to fill 
xisting vacancy on the committee on 
Sead and adjustments. 


ages. It also deviated on other lines. 
These deviations were continued, but, for 
those mentioned, the company had to 


discontinue its filing and raise its rates 
last July. 

“Most deviations downward from 
ing organizations rates must be sup- 
ported by expense savings, because in 
most cases the loss experience of one 
carrier is use. With 
this was clear 


rat- 


too unreliable 
particular 


for 


company, it 
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Call or write Dept. E 





that it did not have substantial enough 
expense savings to warrant continuance 
of the downward deviations I have men- 


tioned. Quite the reverse. 
“On its automobile physical damage 
coverages for example, its 1960 com- 


missions paid for New York amounted 
to 24% of written premiums—more than 





that paid on the average on such busi- 
ness in New York State by other com- 
panies. Its othe expenses were some- 
what lower in total than those averaged 
by members of the rating organization, 
but not nearly enough to produce any 
overall expense savings over rating or- 














tion on paper” 


processing procedures. . 


ganization expense provisions. The re- 
sulting rate was clearly inadequate 

“To preserve the existing downward 
deviations, the company offered to com- 
mit itself to a program of expense reduc- 





tion — by reducing its commissions dur- 
ing the next year. It was the Depart- 
ment’s view that the Barrett- Russo 
p: rovision prevented continuan ce of the 
deviations, irrespective of suc a com- 
mitment, and the deviations t 

minated in July. The company advance 

no concrete or definite untervailing 
considerations, and did not ask for a 
hearing on the Department's tion 


HOW WELL THEY'RE 


“/ pre-formed 


You can have a forms program tailored to your com- 
pany’s needs which will speed, not impede work flow. 
For example—policies designed-engineered from time 
and motion studies . . . in snap-out (including Short 
Write®) or continuous formats, with the added advan- 
tage of guaranteed text on all Bureau policies. Plus 
controls printed in every policy which create “automa- 


to smoothly integrate with your data 


What does this individual design service cost? Nothing, 


SINCE 
1911 


and systemization. 


because in 50 years of serving the insurance industry R & S 
has developed and maintains a highly skilled team of 
specialists, experienced in each phase of insurance printing 


Call in an R&S specialist and be convinced that — 


. SPECIALIZED INSURANCE PRINTING 


DOESN’T COST —/T PAYS 


RECORDING & STATISTICAL CORPORATION 


Executive Offices: 176 Broadway, New York 38, N.Y. 


SALES OFFICES: Atlanta - Baltimore - Boston - Chicago - Dallas - Danville, Ill. 
W. Des Moines - Minneapolis - New York - Toronto - West Coast 


PRINTING PLANTS: Boston, Mass, - 


Danville, Hl. - 


Toronto, Canada 
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Agents and Companies Have Bright 
Future Through Working Together 


Van Gils, Aetna Casualty & Surety Vice President, Cites 


Responsibilities of Both C 


ompanies and Producers In 


Joint Efforts to Solve Numerous Problems 


A clear-cut understanding of the re- 
sponsibilities that agents and the agency 
companies have to each other and to the 
agency system is cited as necessary to 
the continuing growth of both groups. 
H. D. Van Gils, vice president, agency 
department, of Aetna Casualty and 
Surety and Standard Fire, stated this at 
the annual meeting of the Massachusetts 
Association of Insurance Agents in 
Boston 

Mr. Van Gils said the companies were 
unqualifiedly committed to the agency 
system and to exerting themselves con- 
stantly for improvement. “This 
concept and philosophy affirms that we 
like what we have while recognizing 
that improvement is possible,” he said. 
Requisite to this improvement and the 


its 


solution of present and future problems 
is the understanding of one another’s 
responsibilities, Mr. Van Gils said. He 
outlined these for the companies: 


Recommendations 


“Furnishing you, our producers, with 
the modern and competitive products 
that successful marketing demands, and 
creating a good public image of agency 
companies through honorable dealings 
in all matters. 

“Also aggressive and constructive ac- 
tivity in support of the American Agen- 


cy System, providing qualified company 
personnel at all levels of service and 
operation, and operating at ‘expense 


levels consistent with efficiency in all 
matters and on a basis that will sustain 
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Manager 
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foreign languages above are sayin 
appear to be. We know what types 
abroad because of our close liaison 
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Whatever the language, the problem is the same: how to get the best 
possible insurance protection for your client's overseas interests. For 


and agencies throughout most of the free world, 
Today, more and more U. S. businesses are entering foreign markets; 


ger for Southern California, Arizona and Southern Nevada, I, or my 
counterpart in your part of the country, will be happy to discuss with 


clients anywhere in the world. You'll have the assurance that the final 


program will fill the needs of your clients and at the same time meet 
the requirements of the foreign country involved. 
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Association, (and that’s what the 
g), this isn’t the problem it might 
of insurance U. S. businesses need 
with our several thousand branches 


ents or prospects. As AFIA mana- 


insurance, or surety needs of your 


BOSTON 

RELIANCE 

HARTFORD FIRE 
UNITED STATES FIRE 
FIREMAN’S FUND 
THE AMERICAN 

THE PHOENIX 


LOS ANGELES (3400 W. 6th st.) - SAN FRANCISCO (235 Montgomery St.) > DALLAS (1712 Commerce St.) 


the financial integrity of our companies 
and produce a profit for our stock- 
holders.” 

Agents’ Responsibilities 


He suggested that the following were 
among the agents’ responsibilities: 

“The production of business for your 
companies in a volume and of a quality 
that will sustain this very system upon 
which we both depend, giving clients 
a truly professional grade of insurance 
guidance and counseling, placing cover- 
age in companies that are dependable, 
both financially and with respect to the 
obligations that insurance contracts in- 
cur; also the need to maintain the ‘Big 
Difference’ that is and must remain the 
distinction between the agency system 
and its competition. 

“There really isn’t any difference be- 
tween agency companies and agents as 
to objectives,” Mr. Van Gils stressed. 
“Perhaps there are, for between think- 
ing people there must be some dif- 
ference of opinion as to how best to 
reach the common objectives. The fact 
is that with agreed objectives and with 
reasonable, thoughtful approaches to the 
problems that face us today and that will 
inevitably face us in the future, mutually 
satisfactory solutions can be confident- 
ly anticipated. 

“It has been most encouraging to see 
marked improvement in communications 
between agents and companies recently 
for it is obvious that differences prosper 
and grow when there is a lack of under- 
standing. We are sure that both we 
and you must share responsibility for its 
lack in the past and that we may both 
assume some credit for the current im- 
provement. Proper and effective com- 
munication, however, is a difficult art 
and one which demands constant, intel- 
ligent effort. Also, it must be recognized 
that it takes patience for two parties to 
fully understand each other and _ their 
respective problems. 

Company-Agent Discussions 

“The companies’ problem of providing 
appropriate representation for such 
discussions is perhaps somewhat simpler 
than that of agents. The absence of 
a group or organization representative 


of agents and producers generally, has 
been somewhat of a handicap. The Na- 
tional Conference Committee of Insur- 


ance Producers, of fairly recent vintage, 
is a firm and welcome step in the right 


direction for this combines representa- 
tion of the National Association of In- 
surance Brokers, National Association 


of Surety Bond Producers and National 
Association of Casualty and Surety 
Agents. We are not aware of the reasons 
why NAIA has not joined hands but 
hope the time will come when this takes 
place. 

“We believe 
informed, 
often 


that meetings of well- 
representative groups, are 
extremely effective and valuable. 
It has been our experience, however, 
(perhaps you've shared it) that big 
meetings with large attendance do not 
well serve this purpose. We have found 


that effective consultation and communi- 
cation is far more likely at meetings of 
limited numbers for which a specific and 
fairly limited agenda has been arranged 
and for which there is adequate prepara- 
tion. 

“Perhaps an appropriate example is 
a current problem on the solution of 
which there is not yet complete agrce- 
ment. This is the current proposal for 
changes in the rate regulatory laws par- 
ticularly the ‘No Prior Approval’ provi- 
sion which has been proposed. The 
NAIA action at Dallas demonstrates 
there has been and remains an honest 
difference of opinion but I am_ very 
certain that there is far less misunder- 
standing, that there is a far better at- 
mosphere surrounding it and far greater 
likelihood of a satisfactory solution be- 
cause of a meeting at Washington, D. 
C. on June 21, 1961. This meeting was 
attended by representatives of the NA- 
IA, Association of Casualty and Surety 
Companies, National Board, IMUA, and 
by most state national directors,” Mr. 
Van Gils recalled. 


“We firmly believe that more frequent 
and better communication between com- 
panies and agents is necessary during 
these times of change and stimulating 
challenge. We do not believe, however, 
that all these matters need be and should 
be resolved by or referred to formal 
conferences and meetings. We, and many 
other companies, maintain a constant 
and frequent contact with our producers 
so that we have a steady flow of in- 
formation relating to their thinking, 
their ideas, their proposals, their prob- 
lems and their criticisms. We try to 
be sincerely considerate of them. 

“Look at some of our current prob- 
lems and developments in the light of 
these obligations and responsibilities,” 
stated Mr. Van Gils. 

“Automobile business: Direct writers 
have recorded a tremendously rapid rise 
in this extremely important field. For 
whatever reasons, agency companies and 
agents permitted this momentum to gain 
very substantial force before doing much 
about it. As the result of some fairly 
aggressive and | think ingenious think- 


ing and action on the part of some 
agency companies, there is now in the 
hands of their agents a highly com- 


petitive product. Certainly there can be 
no controversy that this was necessary 
for the record had made it clear. 

“Our own record, since the introduc- 
tion of the economy automobile policy, 
is fairly substantial proof that this is a 
useful and efficient tool for capturing 
a becoming volume of this business by 
agents and agency companies. 


Homeowners Business 


“In 1957 the leading direct writer of 
homeowners business wrote about 1.1% 
of the total written in the market. This 
amounted to about $2,000,000. By 1960 
this same direct writer had become the 
6th largest writer of the business with a 
volume of over $18,000,000. In this class 

(Continued on Page 29) 
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then, as in most others, and particularly 


in the personal lines business, there 1s 
proof our product must stand ‘Trial By 
Market’ as to price, coverage and serv- 
ice. 

“What has been done about it? Home- 
owners forms have been improved. They 
are 1 ot perfect nor do they meet every 


critic'sm or challenge. They are, how- 
far better than 


ever, the forms they 
replaced. Coupled with this, a rating 
form iia was adopted which puts the 
rates at a competitive level. 

“<., there now existis far less like- 
liho: | that we face the time when the 


par ipation of agency companies and 
theiy agents in this highly important 
segivent of our business will diminish 
to tre same level as that which has been 
reac ied in the automobile business,” Mr. 
Van Gils observed. 
Agency Manpower 

“The growth of the direct writers has 
resulted to an appreciable degree from 
concentration on sales interviews. There 
isn't any substitute for this. Advertising 
alone cannot do the job. Nothing really 
happens until someone talks to some- 
one about buying insurance. We have 
for some time had available a program 
for aiding agencies to add sales power. 
This includes rather extensive help in 
selection, in training, and even in financ- 


ing. Several other companies are offer- 
ing similar services Thus is recognized 


the fact that we cannot meet the chal- 
lenge of other systcms if we do less 
selling. 

“During the past few years we have 
seen the advent of many package pol- 
icies. Among the more recent are the 
motel, apartment house and office build- 
ing forms. The package policy concept 
is probably a natural and _ inevitable 
development and, in its ultimate form, 
a means to economy and to the provi- 
sion of better coverage to the insurance 
buying public. Thus it meets the ‘Test 
By Market’ standard to which we have 
already referred,” continued Mr. Van 
Gils 

“No one would allege that these pack- 
age forms have always been most wisely 
conceived and introduced nor deny their 
advent has been the source of a great 
deal of work and turmoil for agents. 
Che fact is, however, that a tremendous 
lot of progress has been made and more 
is being made every day. These new 
forms demonstrate recognition that we 
cannot meet tomorrow’s problems with 
yesterday’s tools. Change is inevitable. 
loday’s aircraft engines 


( ; are 
vhen they are delivered. 


: 
obsolete 


Underwriting Losses and Expenses 


‘The underwriting losses incurred by 
companies in recent years are  well- 
known to all. There is an encouraging 
note however, in constantly increasing 
evidence that companies can more and 
more rely on the underwriting judgment 
of informed and discerning producers. 
“Ii we agree that cost of product to 
né customer is a vital element in your 
ability and in ours to continue to grow 
in this dynamic market, then the con- 
trol of expenses—your expenses and ours 
ls an important consideration. Certainly 
in Our companies there has been an 
aggressive and exceedingly effective ef- 
fort to reduce expenses apart from com- 
missions. 





tl 


“Tl think we would all agree with the 
basic premise that the burden to reduce 
expenses is not on companies alone. 
No one yet has found a way to stretch 
a dollar into containing more than 100 
cents and if we are going to prosper, 
expenses must be kept at a level permit- 
ting competitive prices. Neither you nor 
we can afford to let high-salaried people 
do low-salaried work. Salesmen must 
sell, managers must manage, clerks must 
file. Among the methods that are now 
being tried is that of direct billing. 

“We know there is a difference of 
opinion on this subject but we know too 
that the testimony of many of our pro- 
ducers who have tried it, is favorable. 
n this, as in so many changes, the 
method is important. Not all direct bill- 
ing plans are on the same basis. We 
feel it highly important that the identity 


and services of our agents be preserved 
and our system is designed with that 
requirement uppermost in our mind,” 
Mr. Van Gils stressed. 
Optimistic on Future 

“We are optimistic and believe there 
is ample ground for optimism in the 
record, for it discloses that while the 
combined caswalty and fire premiums 
written by all companies some 15 years 
ago amounted to less than $3,000,000,000 
a year, last year they were in the 
neighborhood of $14,000,000,000 (exclu- 


there were 32,400,000 automobiles on our 
roads. In 1959 there were 71,500,000. 
Government-planning is for highway ac- 
commodation for 111,000,000 by 1975. Our 
population in 1940 was 131,000,000. To- 
day it is nearly 180,000,000. 

“Couple these facts with the industry 
developments to which brief reference 
has been made here today and one can- 
not, it seems ‘to me, fail to conclude that 
the future has unlimited promise which 
can be realized and which will be realized 
by working together in an atmosphere 
of mutual trust, respect and considera- 


STEWMAN JOINS WORCESTER 

Joe D. Stewman has been appointed 
special agent for the Worcester Mutual 
Fire and the Guarantee Mutual 
ance of America, Worcester, 
Tennessee and Alabama. Mr. 
who lives in Columbia, Tenn., previously 
travelled in his home state for the 


Standard Reliance. He attended The Cit- 
adel, Charleston, S. C., and graduated 
from the United States Merchant Ma- 
rine Academy of Kings Point, Long Is- 


Assur- 
Mass., in 
Stewman, 
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Hartford Major Medical Plan gives Hartford agents and brokers 
another strong sales builder 


Now from the Hartford Life Insurance Company and the Hartford Accident and Indemnity 


Company comes exciting, new, much-in-demand protection—a Major Medical Expense Policy 


that’s GUARANTEED RENEWABLE. 


You can now provide family-wide protection against the disasters of major illnesses and inju- 
ries. This new policy guarantees renewability to age 65 at the insured’s sole option . 
vides cash benefits up to $10,000 for each covered illness or injury . . 


coverage ... and offers four plans to assure the right protection for each client. 


A complete promotion kit is available to help Hartford Agents let their communities know 
about this vitally important new Hartford Insurance. The kit includes descriptive literature, 
posters, broadsides, mailing pieces, proposal forms, and convenient charts 


HARTFORD FIRE INSURANCE COMPANY * 
INSURANCE COMPANY * 
OF NEW JERSEY * 


HARTFORD ACCIDENT AND INDEMNITY COMPANY 
HARTFORD LIVE STOCK INSURANCE COMPANY * 
NEW YORK UNDERWRITERS INSURANCE COMPANY * 


. . pro- 
. affords world-wide 


of annual rates. 


Hartford GUARANTEED RENEWABLE Major Medical Insurance is one more reason why 
you'll do well year in and year out with policies bearing the famous Hartford Stag. 
HARTFORD LIFE 


CITIZENS INSURANCE COMPANY 
TWIN CITY FIRE INSURANCE COMPANY 


THE HARTFORD 
INSURANCE GROUP 


Hartford 15, Connecticut 
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Continuing Education 
Held Essential Today 


DR. OVERMAN TALKS TO AGENTS 





Various Factors Forcing Formalized 
Study of Insurance Coverage and 
Rates to Soup Up With Times 


All indications point to the likelihood 


that formalized study of the insurance 
product will become the first essential 
for sales success in the future, in the 
opinion of Dr. Edwin S. Overman, 


American Institute 
Underwriters, 


Mawr, Pa. 


CPCU, dean of the 


for Property & Liability 


with headquarters at Bryn 


He cited action in several states requir- 


ing formal attendance in organized 
classes as a prerequisite to sitting for 


agents’ and brokers’ qualification exami- 


nations. 


“No doubt,” predicted Dr. Overman 
when addressing the National Associa- 
tion of Mutual Insurance Agents at 
Detroit, “these requirements for formal 


attendance designed to allow 
r study of the insurance product 
even more stringent in the 
product continues its ever- 


classroom 
for better 
will become 
future as the 


increasing technical complexity in line 
with the growth in complexity of all 
phases of society. 


Classes in Colleges 


“Another indication of the importance 
of formalized study of the insurance 
product for greater sales success in the 
future is the trend of more and more 
local agents to undertake organized 
classroom work at local colleges and 
universities all over the country in 
preparation for the national Insurance 
Institute of America and CPCU examina- 
tions. Both of these national programs 
put most of their emphasis upon a 
thorough understanding of the product 
of insurance. While it is true that insur- 
ance company personnel are embracing 


this program to a greater extent than 
agents at present, it is nevertheless true 
that in absolute terms the number of 


agents in these two programs is increas- 
ing annually. 
“The National Association of Insurance 


Agents adopted the L.A. national in- 
surance program one year ago at their 
annual convention in Atlantic City. Thus, 
the next few years should see a sub- 
stantial increase in the number of local 
agents all over the country attending 
formalized classes in colleges and uni- 


versities preparing for the national L.1.A. 
examinations and then doubtless many 








SELL COMPLETE AHOP. 


. INCLUDING 


OUR HIGHLY SPECIALIZED HEATING 
PLANT AND MACHINERY COVERAGE... 


separate policies. 





along with the new APARTMENT HOUSE OWNERS POLICY. An important advance in 
multi-peril protection, it includes Property and Liability Coverages — a package that 
can increase your profits with a minimum of sales effort. 

The basic policy includes coverage on buildings, business personal property, owner's 
liability. Clients and prospects who own apartment houses containing three or more 
apartment units are eligible. Savings range up to 20%, compared to the cost of 


Apartment House Owners appreciate the consolidation of separate policies into one 
contract and the elimination of overlapping coverages. They also respond favorably to 
the numerous optional coverages — particularly BOILER & MACHINERY — that can be 


included to fit their exact needs. Be among the first to tell clients and prospects about it, and that they 


get credit for existing insurance. 


For sales help and information contact our Fieldman. Ask him to obtain from our Advertising Depart- 
ment literature that will help you widen your sales horizons with AHOP. 


BOILER & MACHINERY PROTECTION, a highly specialized coverage, has been an outstanding facility 
with us for more than fifty years. It provides Preventive Inspection Service for insured equipment in 
addition to indemnity from accident loss. The quality of inspection service provided is a most impor- 


tant consideration when purchasing this coverage and CU/NB Group has long had an 
outstanding record of competent, friendly service. 

More than fifty Field Engineering and Inspection Departments, strategically located 
from coast to coast, are available to service insured risks. 

Our inspectors, the men who know your clients and their problems, are the ones who 
settle their claims. Trained to the ideal of accident-free operation, and with wide con- 
tacts, they can be extremely helpful in getting damaged property back into service 


quickly. 


Check with our local Fieldman as to the availability of this coverage in your State. 
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will go on into advanced CPCU studies. 
As more and more agents undertake 
formal study of their product of insur- 
ance, competition from these more 
knowledgeable agents will, in turn, force 
others to gain greater understanding 
and proficiency all of which will redound 
to the ultimate benefit of the insurance 
consuming public,” Dr. Overman stated. 

“These clients for insurance are also 
becoming more sophisticated regarding 
the insurance product. Over 500 colleges 
and universities now offer courses in 
insurance for undergraduate and gradu- 
ate students. These and other buyers 
are capable of asking more penetrating 
and, perhaps, more embarrassing ques- 
tions concerning insurance. What is 
more, they can detect lack of knowledge 
of the subject by the agent who fails 


to keep informed of new product de- 
velopments. 
“Then, too, businesses are more and 


more looking for competent and knowl- 
edgeable young college men specializing 
in insurance to serve as their ‘buyers 
of insurance.’ The American Society of 
Insurance Management (A.S.I1.M.) has 
thousands of members over the country 
whose job it is to man ge the insurance 
program of their various companies. 
Many of these men are undertaking 
studies leading to the national I.I.A. 
certificate and the CPCU designation. 
Thus, it will be essential in the future 
for local agents and brokers to keep 
abreast of these professional buyers of 
insurance by joining them in the con- 
tinuous process of classroom preparation 
for a better understanding of the insur- 
ance product. 


Popular Argument Used as Defense 
Mechanism 


"Frequently the argument is given that 
oo much study and know-how regard- 
ing technical insurance coverages is a 
handicap to the agent. Such a technically 
knowledgeable agent, so the argument 
goes, tends to go far beyond tthe capacity 
of this client to understand his explana- 


tion and thus serves to confuse and 
confound the prospective buyer. Stated 
differently, too much technical knowl- 


edge possessed by an agent causes him 
to over-burden his prospective client 
with such complicated detail that the 
client seeks a less competent agent who 
can provide a far more simple explana- 
tion of insurance. 

“Such an argument fails to stand up 
under careful and logical scrutiny. The 
knowledgeable agent may indeed 
offer a simple explanation for a complex 
subject. The real danger, however, lies 
in the much greater likelihood of errone- 
ous explanations by an _ incompetent 
agent. For example, a complicated pol- 
icy provision might be interpreted by 
the untrained agent to provide coverage 
under a certain set of circumstances and 


less 


his client would ‘thus feel secure. When 
the loss occurs, however, a proper inter- 
pretation of the contract would then 


reveal the awful truth—but entirely 
late to help the client. 

“The truth of the matter is, therefore, 
that the more the contracts are studied 
and mastered by the agent, the greater 
will be his capacity to produce the cor- 
rect and proper answers for his client. 
Moreover, the greater his understanding 
of the entire subject of insurance, the 
more likely will he be able to boil down 
its complexity into a direct, straight- 
forward and non-technical explanation 
of insurance for his client,” Mr. Over- 
man told the agents. 

Must Have Knowledge of Product 

“Every day and in every conceivable 
way, knowledge of the total product will 
be used by the agent for determining 
perils, judging and ranking perils, de- 
veloping a program of coverages, decid- 
ing upon ‘the proper rating base, advis- 
ing the client for improving his rate, 
explaining coverages and providing rea- 
sons for limitations on coverage, ad- 
justing losses and explaining loss adjust- 
ment provisions in the policy to his 
client. The agent, therefore, who lacks 
formalized study in the product of in- 
surance will be severely handicapped in 


too 


Burns and Luongo Join 


Springfield-Monarch Cos, 


Philip R. Burns has joined the Spring- 
field-Monarch Comspenioe, Springfield, 
Mass., as resident adjuster at Portland, 
Me. Formerly associated with the Gen- 
eral Adjustment Bureau and U. S. Fidel- 
ity and Guaranty Co., Mr. Burns attended 
the University of Maine and Bryant 
Business College. 

Jeremiah V. Luongo has joined the 
companies as field representative in the 
engineering department of the companies’ 
Providence, R. I., service office. Mr. 
Luongo was graduated from Providence 
College and has done graduate work at 

3ridgewater State Teachers College. He 
was formerly associated with the New 
England Fire Insurance Rating Associa- 
tion. 


National Mutual Assur. 


Agencies Superintendent 
William P. Rowe has been appointed 
superintendent of agencies for National 
Mutual Assurance, it was announced by 
Maurice G. Olson, president of the Stuy- 
vesant Ins. Group. National Mutual, with 
headquarters in Allentown, Pa., is oper- 
ated by Stuyvesant under a management 
contract. 

At the same time, Mr. Olson announced 
Mr. Rowe's election as vice president 
and manager of East Coast general 
agency which is affiliated with National 
Mutual. 

Prior to his recent appointment, Mr. 
Rowe served as a special agent with the 
Corroon and Reynolds Group, DuBois, 
Pa. He had previously been associated 
with a local agency in Bridgeton, N. J. 
Rowe has studied at Pace College, Uni- 
versity of Pittsburgh and Insurance Insti- 
tute of New York. 


AFIA Legion Elects 


Succeeding Robert H. Hughes, Archi- 
bald Cubbin was elected president of the 
AFIA Les gion at its 16th annual meeting 
at the Carlyle Hotel in New York. 
Nineteen members of this international 
quarter-century club of the American 
Foreign Insurance Association were 
present. Other officers elected include 
George J]. Cohan, vice president; Emma 
Christofer, secretary, and Theodore B. 
Deems, treasurer. Continent vice presi- 
dents include Gobordhan C, Adhya, Cal- 
cutta, India; Allan F. Y. Love, Brisbane, 
Australia; Rubem Motta, Rio de Janei- 
ro, Brazil; and Olga Sleskine, Paris. 

Organized to honor those men and 
women who have served AFIA for 25 
years or more and to promote fellowship 
among them, the legion now comprises 
72 members. 


TRANSAMERICA DIVIDEND 

The Transamerica (Corporation has de- 
clared the regular quarterly cash divi- 
dend of $1.12% a share on the shares 
of the corporation’s 4%4% convertible 
preferred stock, $100 par value. The 
dividend will be paid on December 1 to 
preferred stock holders of record No- 
vember 15. 





the years which lie ahead. 

“Insurance education and_ technical 
proficiency are acquired characteristics 
of an individual which can never be 
hidden and will never go unnoticed. 
Lack of know-why and know-how, how- 
ever, will quickly be detected as soon as 
the individual opens his mouth. Educa- 
tion and proficiency in insurance are 
available to all persons in the insurance 
business; no one is excluded from this 


opportunity. The important thing to 
remember at all times is that no one 
is ever completely educated. Times 


change while institutions are changing 
with it. There is only one answer, there- 
fore, for keeping up with progress. And 
the answer is provided through constant 
self-improvement by the process of con- 
tinuing education.” 
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NFPA Issues Material on 
Christmas Fire Safety 


A complete line of materials to promote 
ire safety at Christmas is now available 
from the National Fire Protection As- 


sociation. “Fire is no respecter of holi- 
days—even the happiest one of all, Christ- 
mas,” says the international non-profit 
ganization. “The way we celebrate 
Christmas—with trees, wreaths, colored 
gehts, hanging decorations—means extra 
fire hazards. 

“Everyone interested in fire safety 
should make a special effort to remind 
people of the precautions they need to 
take.” 

To aid in this program NFPA has 
prepared a folder, “A Happy—and Fire 
Safe—Christmas,” which describes the 
safe handling of Christmas trees, pre- 
cautions about lights and decorations, and 
other safety measures. Sparky, the 
NFPA’s famous fire dog, is featured on 
an attractive Christmas poster, and ap- 
pears also on a new Christmas tree color- 
ing card for children. The card includes 
a ‘pledge’ for children to keep the tree 
well supplied with water and to keep 
sparks and flames well away while it’s 
standing in the home. After it is colored 
the card may be hung on the tree as an 
ornament. 

For samples and quantity prices on 
these materials, write the Public Rela- 
tions Dept., National Fire Protection As- 
sociation, 60 Batterymarch Street, Bos- 
ton 10, Mass. 





Excelsior Names Charnock 


To New England Field 
Richard D, Charnock has been ap- 
pointed field supervisor in New England 
for the Excelsior Insurance ‘Co. of New 
York at Syracuse. He succeeds William 
A. Brodeur, who has joined the Cham- 
berlain Agency of West Haven, Conn. 
Mr. Charnock, resident of Stowe, Mass., 
and a native of Medford, Mass., attended 
Northeastern University in Boston. He 
has been in insurance 15 years and has 
traveled the New England field for a 
decade. 


WERBEL GUIDE REVISIONS 

Bernard \G, Werbel, president of Wer- 
bel Publishing Co., Inc., announces that 
General Insurance Guide revisions will 
be published three times a year. For 
many years the Guide was revised twice 
annually, The large number of changes 
in insurance requires acceleration of this 
service. 





Standardized Punch Card 
Urged for Agents, Cos. 


A standardized punch card which in- 
dependent agents could supply to their 
companies for every automated agency 
accounting transaction is advocated by 
Paul O. Dow, treasurer of the National 
Association of Insurance Agents. In 
a talk at the annual meeting of the 
Rhode Island Association, Mr. Dow, who 
is staff secretary to the NAIA auto- 
mated agency accounting committee, 
emphasized that agents and companies 
working together could effect economies 
in accounting procedures by which the 
agency system “would remain the best 
and most practical means of distributing 
insurance.” 

Now that the National Association has 
produced a procedural manual on auto- 
mated agency accounting, more and more 
agents are expected to adopt the system 
devised by the NAIA. Mr. Dow pointed 
out that, if companies would agree on 
a standardized form, agents using the 
system could provide a duplicate punch 
card for their companies on every trans- 
action. Companies could then process the 
agents’ card without duplicating the in- 
formation in their own operations. 

The punch card, Mr. Dow noted, would 
contain the following information: date 
of actual transaction, effective month 
and year, producer code, transaction 
code, policy number, company code, line 
code, gross premium amount, commis- 
sion rate, assured name and agency com- 
mission amount. 

In addition to a standardized punch 
card, he said, it would be necessary to 
refine the coding procedure, in order to 
prevent chaos which could result if 
many variations of this procedure were 
reported to the companies. The AAA 
committee, he said, would attempt in 
the coming months to bring this think- 
ing to the attention of as many com- 
panies as possible. 


North Dakota Agents 


Elect Vadine President 

The North Dakota Association of In- 
surance Agents, at annual convention in 
Fargo elected Harry Vadnie of Bis- 
mark, president succeeding Frank Jones 
of Fargo. J. D. Crabtree of Ellendale 
was named first vice president; William 

Warner, Fargo, second vice presi- 
dent, and Lyle Newberry, Jamestown, 
secretary-treasurer. Charles A. Dawson, 
Fargo, was re-elected national director 
for North Dakota. 

Roy A. Duffus of Rochester, N. Y., 
former president of the New York State 
Association of Insurance Agents and a 
popular speaker who has addressed 
agents’ conventions in practically every 
state of the country, was featured. 


N. J. Insurance School 





Opens on November 13 


The School of Insurance conducted by 
the New Jersey Association of Insurance 
Agents will open its 1961-62 academic 
year on November 13, according to Robert 
L. Darrell of Englewood. Mr. Darrell, 
who is chairman of the group’s educa- 
tional division, stated that the late open- 
ing date was established to accommodate 
those unable to register for insurance 
courses at private educational institu- 
tions. 

The school will offer 116 hours of 
instruction in all phases of insurance. 
The curriculum includes property, casu- 
alty, accident, health and life insurance 
in preparation for the New Jersey agent- 
broker license examinations. The state 
requires only 96 hours for accredited 
courses. 

Classes are of four hour duration and 
will be held on Monday and Thursday 
evenings through March 15 at the Amer- 
ican Insurance Co. building in Newark. 

Last year the school certified 56 of its 
58 enrollees for the state examination. 
The examination grades for students of 
this school were higher than the over- 
all average for the state examination. 
The same faculty will teach this year’s 
classes. 


Richmond Assn. Meeting 


A meeting of the Richmond County 
Association of Insurance Agents was 
held at the Meurot Club, St. George, 
Staten Island. Thomas Walsh of St. 
George, who is district director of the 
New York State Association of Insurance 
Agents, gave a report of a meeting of 
the state association’s officers and board 
of directors at the Concord Hotel at 
Kiamesha Lake. Thomas J. McKernan, 
assistant secretary of the National Auto- 
mobile Underwriters Association, New 
York City, was guest speaker. He dis- 
cussed the “effects of new company ac- 
counting procedures on agents office.” 
Roy A. Cutter, president, presided. 
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Form Louisville Agency 
And Reinsurance Office 


The Louisville Insurance Corporation, 
which will deal in general insurance and 
reinsurance agency business, acting as 
agents, brokers and reinsurance inter- 
mediaries, has been organized and will 
begin operations November 1 in Louis- 
ville, Ky. The principal stockholders 
are James W. Henning, president, and 
Henry E. Timmons, vice president. 

Mr. Henning is withdrawing as a 
partner in the local agency of Henning, 
Van Zandt & Emerich, which will be- 
come Van Zandt & Emerich, composed 
of Joseph M. Van Zandt and Claude 
Emerich, Jr. Mr. Henning has spent 
28 years in insurance. He was presi- 
dent of the Louisville Board of Insur- 
ance Agents, for a two year term, 1953- 
1954. 

Mr. Timmons, who is retiring Novem- 
ber 1 from the Aetna Casualty & Surety 
where he has been state agent since 
nag: for the Kentucky fire division, will 
be largely responsible in the new cor- 
poration, as vice president, for develop- 
ment of reinsurance business at the 
agency level throughout Kentucky and 
southern Indiana. Mr. Timmons is a 
past most loyal gander of the Kentucky 
Blue Goose and a past president of the 
old Kentucky Fire Underwriters Asso- 
ciation. 

The Louisville Insurance Corporation 
will also be a licensed agency for under- 
writers at Lloyd’s of London for han- 
dling special types of insurance, Re- 
insurance facilities have been arranged 
through sources in New York. 
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First Coast Guard Light Tower 
Covered by INA Builders Risk 





The first of a planned series of 22 
Coast Guard stationary light towers re- 
placing present stationary light ships 
along United States seacoasts is com- 
pleted. It is located approximately 15 
miles southwest of New Bedford, Mass. 

Construction of the 176 foot structure 
was accomplished by the Perini Corpora- 
tion, Marine umingham, 





Division, Fr: 
i t 














Mass. Component units of the structure 
were subcontracted to the General Ship 
and Marine ion, Boston. Con- 
struction of roject was in- 
sured by policy with the 
Insurance Com ‘orth America 
through the and Philadelphia 
ffices of Fr Co., insurance 
yrokers. Th all risk” policy 
provided complete coverage inst _— 
damage to materials or 
Operated by the United States Coa 
Guard, the str is anchored in more 
[ f sand and stone benea th 
It was lifted into place 
a 2350 ton revolving crane, 
largest sea-going derrick 
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of its kind in the world 

The tower was begun 
completed in October. It replaces the old 
Buzzards Bay light ship which has 
marked the bay entrance for more than 
40 years. The new structure will house 
a five-man crew. Quarters are complete 


in March and 


with sleeping rooms with semi-private 
baths, kitchen, living room and dining 
area and recreation room. 


\top the housing structure is a tower 





with a radio beacon and two light units, 
a high-powered arc light for use in 
inclement weather and a smaller unit 


with automatic bulb changer for normal 
use. Both units are more powerful than 
those used on the old light ship. 

In addition to the landing platform at 
water level for boats, the housing unit 
has a helicopter landing deck on its 
All electrical equipment is fed by 
an underwater power cable. In case the 
cable is split or broken, an auxiliary 
team of three generators will take over. 

A companion station is under construc- 
tion at Brenton Reef, off Newport, R. I. 
It is smaller in and will be fully 
automatic and unmanned 


root. 


$.Ze 


Centennial Improves 
Commercial Risk Form 


Centennial Insurance Co. of New 
York announces a major revision in its 
comprehensive safeguard program. The 
pee toa and Atlantic Mutual com- 
prise the Atlantic Companies. 
Centennial’s commercial property pol- 
icy has been patie by addition of 
public lability insurance as a new op- 
tional cover \ building endorsement 
is also available. Further, this new pro- 
am may now be written for most 
“non-habitational” occupancies (such as 
churches, schools, and the like), 
as well as al enterprises 
the 


risk” 


The 











offices 
commercl 
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“all 
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physical dam- 
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age accom 
Centennial 
years ago when it introduced its 
“named peril” retailer’s safeguard pol- 
icy; that is, to adapt the Homeowners B 
and C relationship and philosophy 
“non-habitational” occupancies 


set 





Filings of the new gram have been 
approved in Connecticut and Ohio. The 
policy is also being introduced in Cal: 
ornia. Additional filings in other states 
will be made in the near futur 


Nros 


Motorola 2-Way Radio 


For Insurance Companies 


Motorola expanded its 
radio line with a mobile unit 
for insurance companies that fe 
advantages of transistori 
available at economy price 

Motorola's business “dispatcher” radio 
with fully transistorized receiver and 
power supply for compact size and low 
power requirements 

“Our new business 
for insurance 
efficiency provided by two-way radio 
contact and wishing to incorporate the 
reliability and operating savings of trans- 
istorization while keeping their invest- 
ment at a minimum,” said William ] 
Weisz, vice president, communications 
division. Providing 15 watts power out- 
put, the new unit is available for opera- 
tion on frequencies in the 25-50 and 150- 
174 megacycle bands. 


has two-way 
designed 
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zation and is 
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“PIP” Plan islands 
Are Made in New England 


Revisions in the public and institutional 
property plan have been announced by 
the New England Fire Insurance Rating 


Association. These changes in rules ap- 
ply in all New Englnad states except 
New Hampshire. The minimum annual 


premium for insurance on eligible prop- 
erty written under the PIP will be $500 
per account for all perils insured against, 
in place of the $1,000, the 
revised rules. 

In addition, 


former under 


ineligible classes of prop- 
erty may be covered under the same PIP 
policy covering on eligible property by 


showing a separate amount of insurance 
to apply to the elig 
separate insurance 
plicable to property ineligible under 


ible property, as well 


as amounts of 


ap- 


PIP. 


The ineligible property must be written 
at the prevailing rates and covered by 
separate forms and endorsements, ac- 


cording to NEFIRA rules. 
one item of the policy is w 
blanket then separate 
values must be filed pr 
the property. 


If more than 
ritten to cover 
statements of 
yperly identifying 


The new rules provide that the NE- 
FIRA will continue to make annual 
inspections and follow-up quarterly self- 
inspections on risks where the annual 


premium on eligible property is $1,000 
or more. When the annual premium is 
between $500-and $1,000, the NEFIRA 


will make the 
promulgations, 
responsible for 
inspections 
inspections. 


initial inspection and rate 
but the company will be 

conducting annual re- 
and processing quarterly self- 
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One package policy is a _ basic form” 
that 3 . : , a 
that includes insurance for fire, ¢ tended 
verage, and comprehensive business 
hability for t insured premises. ny 
wll be sold at a highly competitive 
) to offer more appeal to ) the S 
mscious client,” Mr. Tressler said 
Che tner is a c eienehenstine broad 
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provides in- 

rical currents 

transportation, and 

nt re is no co-insuranc 

requirement in either package, and the 

policies can be site for one, three or 

fi e years Both packages provide in- 

fep-ndent contractors coverage up to 
$10,000 


Recommended Attorneys 


_ The new 33rd annual (1961-1962) edi- 
tion of Best’s Recommended Insurance 
Attorneys, a standard legal reference 
work for insurance company claim and 
legal departments, has been published 
and is ready for immediate delivery. 
This 1,267 page volume presents bio- 


graphical data, 
company 
spe “1z 


a verified list of 
clients and lines of 
ized in for each of the listed and 
recommended insurance attorneys in 
every city and village of 10,000 o: 
population, besides hundreds of 
towns. Both the U. S 
completely covered 


insurance 
business 





more 
seaaiice 
and Canada are 


Best’s Recommended Insurance Attor- 
neys 1s available at the home office of the 
Alfred M. Best ny. Inc., 75 Fulton 


Street, New York or through 
branch offices in eee Chattanooga 
Chicago, Dallas, Kansas City, Los An- 


geles and Richmond, 
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Lloyd’s Appoints Brook 


Attorney-in-Fact in Il. 
Herbert C. Brook, 
Bissell & Brook, has been 
appointed by the Committee of Lloyd's, 
London, 


a partner of Lord, 
of Chicago, 
attorney-in-fact in Illinois 
John S. Lord. 
Lord has served over 25 years as 


as 
following resignation of 
Mr. 
the underwriters’ 
ney-in-fact. 


first Illinois’ attor- 

Mr. Brooks has been engaged in the 
practice of law which his firm since 
graduation from the University of Chi- 
cago Law School in 1936, except for 
services during the war years and a 
short period in Washington in the Gen- 
eral Counsel’s Office of OPA 
to his law 
contributed a 
professional publications, 
has lectured on insurance law at the 
Law School of Northwestern Univer- 
sity, and the School of (Banking at the 
University of Wisconsin, and has served 
extensively on Bar Association and in- 
surance industry committees. 

John G. Smith, a partner of the firm, 
has been appointed secretary of the 
Illinois Surplus Line Brokers’ Associa- 
tion, a position formerly occupied by 


Mr. Bre “ »k. 


In addition 
Bre 0k has 


articles to 


Mr. 


ot 


practice 
number 


Fidelity General Stock 


Issue is Oversubscribed 


Chicago—An offering of 100,000 shares 
($500,000) of Fidelity General Insurance 
Company common has been oversub- 
scribed after being offered by the com- 
pany at $5 a share, it was announced. 

Fidelity, a Chicago casualty writer, 
plans to use the ne A of the sale to 
expand its underwriting capacity, Gil- 
bert S. Goodman, president, said. The 
company writes all forms of casualty 
insurance, including fire and extended 
coverage, inland marine, workmen’s com- 
pensation, general liability, auto liability 
and physical damage, surety, plate glass 
and excess liability coverages. 

The company repor ted adjust ed net in- 

me of $73,539, or 20 cents a share, for 
the six months ended June 30, 1951, on 
the 366,100 outstanding prior to 
the offering. That compared with $37,194, 

16 cents a share, in the similar period 
the year before, on the same number of 
itstanding shares. 


shares 


Va. Refuses INA Plan 


The Virginia State Corporation Com- 
mission has nia to approve a so- 
called merit rating plan for homeowners 
insurance proposed by the Insurance 
Company of North America. The com- 
pany’s petition was rejected and_ the 
case dismissed. The petition asked ap- 
proval of a plan to permit a 10% rate 
reduction for policyholders who had no 
claims in the first 33 months of the 
preceding three years. 

The plan would have applied only to 


Plan 1 homeowners policies, 
few insurance companies 
Virginia. To obtain the 
policyholders would have to renew 
insu with the same company. 
Virginia Insurance 
opposed the plan 
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Pearl-Monarch Club Meets 


Century Club of the 
Insurance Group held 
annual meeting and banquet 
at the New York Athletic Club. The 
Pacific Coast Chapter also celebrated 
its annual affair on the same date in 
San Francisco. The club has 33 active 
members and three honorary members. 

The following 
the New 
president; 
ident; F. 
treasurer. 


The Quarter 
Pearl-Monarch 
its eighth 


were elected officers at 
stig gathering: G. R. Heath 
H. Tarbox, first vice pres- 
Schmees, secretary and 


Mt 
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Liberty Mutual Offers 
Package Auto Policy 


FOR N. Y. STATE CAR OWNERS 


Policy Written on a Continuous Non- 
lapsable Basis; Eliminates Ann 


Renewal; No Carrying Charges 

A new type of automobile insurance 
policy for New York State car owners 
was announced recently by Liberty Mu- 
tual. 

The policy is “the first package auto- 
mobile policy to be offered New York 
motorists,” according to the announce- 
ment from Bryan E. Smith, president. 
Other innovations said to be unique in 
the state are these: 

The policy is an open end policy, 
that is, written on a continuous, 
non-lapsable basis whereby it con- 
tinues automatically. This elimin- 
ates the need for annual renewal. 
Furthermore, President Smith said, 
the policyholder is billed for the 
policy in equal quarterly amounts 
and there are no carrying charges 
or service fees of any kind. 

Except for non-payment of pre- 
mium, the new policy cannot be 
cancelled by the company unless 
there is a minimum of 90 days ad- 
vance notice, another feature of the 
policy so far unmatched in New 
York, Mr. Smith stated. 

To encourage safe driving, the 
new program includes a self-rating 
plan that can mean savings of up 
to 10% for careful drivers. The 
plan provides for drivers free of 
chargeable accidents to earn pre- 
mium credits of 2% per year for 
each year of accident-free driving, 
up to five years, Mr. Smith brought 
out. As a further stimulus for care- 
ful drivers, the plan calls for a 10% 
increase for each chargeable acci- 
dent, which may be earned back at 
the rate of 2% annmally. 


Elaborating further on  Liberty’s 
self-rating” plan, Mr. Smith noted that 
if a Liberty policyholder already has a 
record of five years accident-free driv- 
ing, he will be entitled to the 10% 
credit at the time he takes out the new 
policy. 


No Penalty for Traffic Violations 


“Such rating plans as other companies 
offer, differ from the new Liberty plan 
in several respects,’ Mr. Smith said, 
“most of them charging at least a 20% 
penalty for each chargeable accident 
and under some circumstances, a good 
deal more for nj ible moving traffic 
violations. The Liberty plan has no 
penalty for traffic law violations, only 
for actual chargeable accidents.” 

The package aspects of the new pol- 
icy, on which Mr. Smith laid heavy 


emphasis, include single limit liability 
coverage with medical payments and 
uninsured motorists protection auto- 


matically included. The single limit of 
protection, Mr. Smith pointed out, 
gives the policyholder more protection 
than the old “each person—each occur- 
rence” limits of previous policies. The 
policy may also be written to provide 
comprehensive coverage for all the haz- 
ards to which the automobile is exposed, 
including collision insurance, The net 
effect of packs ging various coverages 
and features is to give the policyholder 
lower cost at the same time he enjoys 
the advantages of a much simpler policy. 

Mr. Smith observed that the new pol- 
icy, with its safe driving incentive fea- 
tures, was another element in Liberty 
Mutual’s overall effort in advancing high- 
way safety. He cited the Liberty Mu- 





Western C. & S. Shows 
Third Quarter Profits 

UNDERWRITING GAINS _ $1,206,315 

Kansas Company Reports Premium and 


Investment Income Continued at Rec- 
ord Levels; Other New Peaks 





Western Casualty & Surety underwrit- 
ing results in the third quarter of 1961 
improved on the major lines of business, 
despite local storms and a very modest 
involvement in Hurricane Carla, increas- 
ing the nine months’ profit margin to 
2.9%. Adjusted underwriting profit for 
the third quarter was $1,206,315 compared 
with $938,327 for the second quarter, and 
with $614,241 for the third quarter of 1960. 
Premium income and investment income 
continued at record levels and new peaks 
were reached in admitted assets, policy- 
holders’ surplus and capital stock equity. 

Earnings for the nine months period, 
adjusted to include equity in the increase 
in unearned premiums, amounted to $2,- 
299,856, or $3.54 per share, compared 
with $2,296,823, or $3.53 last year; for 
the 12 months ended September 30, earn- 
ings were $4.27 per share. Capital stock 
equity, or estimated liquidating value, 
at September 30, 1961, was equivalent to 
$55.76 per share, compared with $50.78 at 
December 31, 1960, and $449.36 a year ago, 
if adjusted to the present number of 
shares. This 12 months’ increase of $6.40 
per share in stockholders’ equity was 
after payment of cash dividends of $1.40 
per share. 

Gross premuim written during the nine 
months totaled $49,774,879, a gain of $5,- 
011,195, or 11.2% over the same period 
of 1960. Net premiums written, after 
reinsurance, were $43,417,935, up $4,700,- 
967, or 12.1%. Earned premiums of $38,- 
031,481 represented an increase of $2,486,- 
O86, or 7% 


A Statutory Underwriting Loss 


For the nine months, the ratio of losses 
incurred to premiums earned was 63.31% 
compared with 62.46% a year ago, and 
the ratio of underwriting expenses to 
premiums written was 33.74% compared 
with 34.05%. The combined ratio was 


97.05% compared with 96.51% last year, 
and with 98.88% at mid-year. There 
was a_ statutory underwriting loss of 


$695,804 after $5,386,454 in- 
crease in the reserve for unearned pre- 
miums; a year ago, there was a statutory 
underwriting gain of $163,430 but the 
increase in unearned premiums was only 
$3,171,573. Gain from investments was 
$1,308,382 compared with $1,121,656 last 
year; in addition, there was an unrealized 
gain of $1,294,700 from change in the 
market value of investments, compared 


with last year’s loss of $755,734. 

Admitted assets reached a new peak 
of $87,096,723, up $7,704,276 from De- 
cember 31, 1960 and up $9,234,374 from 
a year ago. Policyholders’ surplus (total 
of capital and surplus), also reached a 
new peak of $20,876,627, gaining $1,257,- 
031 since December 31, 1960, after addi- 
tion of $6,447,245 to reserve funds and 
after payment of $682,500 in cash divi- 
dends. Similarly, policyholders’ surplus 
increased $2,206,552 since September 30, 
1960, after addition of $7,027,822 to reserve 
funds and payment of $910,000 in cash 
dividends. 


absorbing 





tual “Survival Car II,” a specially engi- 
neered safety car, as one element in its 
campaign and its support for the Insur- 
ance Institute For Highway Safety as 
another. The latter’s chairman of the 
board of governors is Vice President 
Dwight McCracken of Liberty Mutual. 


St Happened Last “Week: 


J. M. SMITH’S NEW ACTIVITY 


Well Known Executive is V. P. and 
Director of Chicago Capital Corp.; 
Also a Bank Director 





J. MILBURN SMITH 


J. Milburn Smith of Chicago, former 
president of Continental Casualty and 
widely known in both casualty and 
A. & S. circles, recently became ‘identi- 
fied with Chicago Capital Corp., man- 
aged by Leighly & Prince, Inc., which 
deals in investment of securities of small 
business corporations. Mr. Smith is vice 
president and a director of the corpora- 
tion; Paul M. Corbett, president, John- 
son & Higgins of Illinois, Inc., is also 
a director. Also on the board is Mr. 


Smith’s associate, Evan L. Ausman. They 
have their offices at 135 S. La Salle 
Street, Chicago, where Chicago Capital 





Hartford Ins. iii Ups 
Barnard in Boston Office 


Robert E. Barnard has been promoted 
to superintendent of the fidelity and sur- 
ety department at the Boston office of 
The Hartford Insurance Group. 

Mr. Barnard has been with the home 
office fidelity and surety staff since he 
joined the company in February, 1960. 
He previously was a general partner for 
15 years in the Barnes- Barnard-Geare 
Insurance Agency in his native Cumber- 
land, Md. A World War II veteran of 





Auto Assigned Risk Prems. 


Fail to Cover Claims, 
NBCU Compilation Shows 


If there was anyone who still needed 
proof that companies suffer severe un- 
derwriting losses on assigned risk busi- 
ness, they got it last week. 

A National Bureau of Casualty Under- 
writer compilation on experience under 
automobile assigned risk plans covering 
49 states and the District of Columbia 
for the five latest vears (1955 to 1959) 
disclosed the following figures: 

Combined bodily injury and property 
damage earned premiums were $487,654,- 
425 as compared with incurred losses 
totaling $591,897,047; ie., for every $100 
premium the incurred claims, including 
all loss adjustment expenses, amounted 
to approximately $12 

New York which had the second high- 
est bodily injury loss ratio at 1.500 (Mas- 


sachusetts was top with 1.711, Idaho 
lowest at .683) also had a BI. earned 
premium figure of $149,537,322. Incurred 


losses were $224,274,944. 

Charging “inequities” in assigned risk 
rate making during last year’s Condon 
Committee hearings, Sen. Samuel L. 
Greenberg (D., Brooklyn) asserted that 
“someone was getting the dirty end of 
the stick.” 

After last week it was evident that Sen. 
Greenberg’s “someone” did not have a 
monopoly on dirty ends. 


Corp, also maintains headqus arters 

Another enterprise in which Mr. Smith 
is also active in an advisory capacity is 
Fairfield Securities, Inc., a non-diversified 
no-loan mutual fund in Ne w York, which 
has its major insurance stock holdings 
in Continental Casualty (500 shares), 

Combined of America (1,500 shares) and 
peat Central Life & Accident (9,000 
shares). 


Elect A. A. Davis President 


Audley A. Davis, Maryland Casualty, 
was elected president of the Surety U n- 
derwriters Association of the City of 
New York at the recent annual meeting 
ot that organization at the Railroad- 
Machinery Club, New York. Mr. Davis 
succeeds George K. Sneden, Springfield 
Insurance Cos. James F. Joyce, Phoenix 
\ssurance Co., was elected vice president, 
and Robert Moroney, Maryland Casualty, 
secretary-treasurer. 

Elected to the executive 
were Michael A. Verdrose, 


committee 

Great Amer- 
ican Insurance Co.; S. Capotosto, Hart- 
ford Accident & Indemnity; George J. 
McGovern, Continental Casualty; Mat- 














three years’ infantry service, he received thew Hart, Travelers Indemnity, and 
the Bronze and Silver Stars. Messrs. Davis, Joyce and Sneden. 
PRITCHARD AND BAIRD 
REINSURANCE 
Consultants and Intermediaries 
Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 
best. 
“WE ARE WHAT WE DO" 
123 William Street, New York 38, N. Y. 
WOrth 4-1981 | 
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Kirkpatrick Traces Development of 


Hemispheric Insurance Conference 


report to the Hemispheric 


In making his 
Peru (his final one since he retires in 


Insurance Conference held recently at Lima, 
1962) HIC Permanent Secretary A. L. Kirkpatrick 


calls “leadership the keynote of this conference.” Mr. Kirkpatrick, who ts also insurance 


manager 


for the United States Chamber of Commerce, reiterates the goals of the confer- 


ence and progress made toward these goals following the first conference held in 1948. 


It is his belief that the insurance industry 
to communism 
port—sections omitted—follows : 


Delegates to the several conferences 
soon discovered that the great common 
4 


denominator among them all is the para- 
nount necessity to stimulate the per 
formanc« of the i industry as 








ivate enterprise to it the best 
instrument of service to the 
reeds of the people of each country. 


P 
eal 
( that need, it was found, is 








to increase public under- 
aaa of insurance and its services as 
the f and basic step in resisting at- 
tempt to put the governments into the 
insurance business either in competition 
with, or to the exclusion of, private com 





panies 

E arly in its operations, therefore, the 
conference began emphasizing these ob- 
jectives and building the programs of its 
biennial meetings to that end. Also, it 
was deci ded not f 
staff and ) it 
through a centr: rganization. An 
effort in this direction, which took shi upe 
meeting in Mexico City in 
1948 and was given substance by a recom- 
mendation drafted by the permanent 
committee of the conference, at Havana, 
Cuba, in 1949, failed of ratification by the 
insurance associatio 1e Various par- 
ticipating countri 

It was felt mference itself 


might be most effective by remaining, as 


a conterence 
its tunctions 





: 
at the second 





a 


it started, a forum f 
ideas, discussion, the " 
velopment of projects, which could then 
be carried out t he indivdual com- 
panies ety ‘thei respective associations 
in the various countries 











Promote Technical Insurance Education 


Projects were initiated and assigned to 
special committees for study and 
At the head of the list, above al 


the conference placed the matte 





reports 
report 


| 
r of the 


technical education of the personnel of 
the insurance industry. This has con- 
tinued as a basic goal of each confer- 
ence 

Arthur C. ( resident of the 
Inst -e Societ York, made a 





comprehensive survey of the various 
levels of insurance education which are 
being carried on in the United States 
through a wide range of institutions 
This includes the teaching of insurance 
as a part of the regular curricula in some 
500 colleges and universities in the United 
States; the school of the Insurance So- 
ciety of New York; the home office 
schools and mail courses conducted by 
many individual companies for their em- 
ployes and agents; the study courses 
carried on in each city in connection 
with the awarding tions 
of “Chartered Life Vaden? and 
“Chartered Property and Casualty Un- 
derwriter.” 





Mr. Goerlich’s survey was presented 
to the Conference at its fifth general ses- 
sion in Rio de Janeiro in 1954 and was 





brought up to date two years later at the 
Conference in Buenos Aires in 1956 
Substantial contributions have been 


made to the educational research and 
promotion by Jorge Bande, professor of 
insurance and economics at University 
of ‘Chile and also general manager of 
the Chilena Consolidada Compania de 
Seguros. Other educators among the in- 
surance seamenien of the Hemisphere, 
likewise, have made valuable ewe 
tions ame the development of better 
educational material and meth ode on 
technical insurance subjects. As a result 





has a vital role in strengthening the barriers 
“because insurance symbolizes 


private enterprise.” Mr. Kirkpatrick’s re- 


insurance education had made marked 
advances in most of the leading countries 
of the Hemisphere. 


Loss Prevention as a Service of Private 
Insurance 


\ second basic program adopted by 
the conference as fundamental in advanc- 
ing the services of private insurance 
companies, is that of loss prevention in 
all of its forms. 

This includes prevention of work in- 
juries and the rehabilitation of injured 
workmen so that they can be returned to 
— jobs, but also prevention of fires 

1 homes and in industry, prevention of 
traffic accidents and the prevention of 
Dating back to 
the early sessions of the conference 
these services have been the subjects for 
technical papers, films and _ thorougl 
discussions 

William H. Seymour, vice president 
of Liberty Mutual, presented this sub- 
ject on behalf of the United States dele- 

t the 1958 conference in Caracas, 
Venezuela. In addition to a compre- 
hensive paper on all phases of accident 
and fire prevention, Mr. Seymour assem 
bled films produced by his own company, 
by the National Board of Fire Under 
writers, the America Fore Group, 
the Association of Casualty and Surety 
Companies, the American Mutual Insur- 
ance Alliance and others 


losses to ship cargoes. 


gation a 


Inter-Change of Insurance Students 

The inter-change of students of insur- 
ance among the various countries of the 
Hemisphere has been a subject of keen 
interset during the past 15 years and con- 
nues to attract major attention. Col- 
lege students and promising young men 
employed by insurance companies of 
atin America are attracted by the possi- 
bi ities of spending six months to two 
years in the United States or other coun- 
tries, studying insurance methods and, 
preferably, employed by an insurance 
company at the same time 

The practice holds considerable prom- 
ise as the interest of insurance companies 
in hemispheric or world-wide operations 
grows and as the executives and students 
see the paramount need for getting the 
broadest possible perspective of this 
world-wide insurance industry. 

Continued discussions at general ses- 
sions of the Hemispheric Insurance Con- 
ference have led to increased contacts 
through which individual arrangements 
have been made for students to spend 
some time studying in the United States 
and elsewhere. This is one of the proy- 
ects which seems to offer great oppor- 
tunity for further development 


Publicity and Public Relations 
Techniques 





Publicity methods employed by insur- 
ance companies and the multifarious 
media for publicity of the insurance in- 
dustry will receive searching examina- 
tion at this conference. Closely allied to 
this is the cultivation of the public rela- 
tions of the insurance industry. A _ vol- 
uminous exhibit of publicity media and 
techniques is on display in an exhibit on 
this subject established by the Peruvian 
coordinating committee 


Taxation and Regulation of Insurance 


“Taxation” and “Regulation” of insur- 
ance by government are two other major 
items on the agenda for consideration 


A. L. KIRKPATRICK 
Ins. Industry Has Vital Role 


here at Lima. In addition to formal 
papers and an abundance of informal 
discussion of these subjects in the var- 
ious discussion groups, both are also 
treated in exhibits of literature explain- 
ing the treatment given to various classes 
of insurance in each of the countries of 
the Hemisphere. Since insurance in the 
United States is heavily taxed by the 
Several states, the United States delega- 
tion has sent to the Peruvian committee 
several manuals of state taxes prepared 
by the various trade associations, life, 








Kirkpatrick Makes Farewell 


Message During Conference 

In May 1962, Mr. Kirkpatrick will 
retire from the employ of the Chamber 
of Commerce of the United States in 
accordance with its formal retirement 
plan 

“This will mean the severance of my 
connection with the Hemispheric Insur 
ance Conference,” he told delegates 
“T will be succeeded as manager of the 
Chamber’s Insurance Department by 
George B. Morrison, who has been my 
assistant and understudy for the past 
two years and who is present at this 
conference 

“In this, my farewell message, I wish 
to express my deep affection to the 
many wonderful friends with whom I 
have been privileged to work during 
the past 15 years. And I am confident 
that the conference is established on a 
firm foundation so that it will continue 
to provide a useful medium for the 
continued effective cooperation among 
the insurance executives of the Western 
Hemisphere.” 








property and casualty, for use of their 
members in preparing tax returns in 
each state. 

Regulation in the United States, both 
by the states and in many respects by 
various agencies of the Federal Govern- 
ment, are delineated in documents sub- 
mitted to the organizing committee for 
display and study as part of the exhibit. 

One of the most effective techniques 
in the exchange of ideas at the meetings 
of the Hemispheric Insurance Conference 
are the informal discussion groups re- 
lating to various branches of the insur- 
ance industry. These permit not only 
the presentation of formal papers but 
also the fullest exchange of questions and 
answers by men who are specialists in 
each field. 

The Lima conference, more than any 
of its seven predecessors, is being held 
against a background of intense inter- 
governmental effort to find ways to de- 
velop the economics of the countries of 
the Hemisphere, to raise their levels of 
eduaction, raise the standards of produc- 
tion, increase the earnings of the indi- 
vidual citizens, improve the living condi- 





tions of millions of people and secure 
wider spread of wealth, land and home 
ownership. Private enterprise is chal 
lenged to perform a major role in reach- 
ing these goals. 

Initiative of Private Enterprise 

Most Important 

To this end the Organization of Amer 
ican States pointed the way through its 
“Act of Bogota.” President Kennedy 
gave strong support to the broad pro 
gram through his “Alliance for Progress” 
address and the “Charter of Punto del 
Este” has outlined steps for action. The 
United States (Congress has given imple 
mentation to it through the appropriation 
of funds for development loans to the 
governments and private enterprise busi- 
nesses of Latin America. But the major 
part of the program will depend not on 
governmental effort but on the initiative 
and productive forces of private enter 
prise. 

The stage has been set and the initial 
steps have been taken for the broadest 
possible cooperative effort by all coun- 
tries in the Hemisphere to improve the 
fruitage of the free enterprise way of 
life and thereby to raise and strengthen 
the barriers to communism. 

The insurance industry has a vital 
stake in this program because insurance 
symbolizes private enterprise. The fu- 
ture growth and prospe rity of insurance 
is wholly dependent upon the successful 
development and improvement of the 
a ite enterprise system. 

Pedro Beltram, Premier of Peru, was 
recently quoted as saying: “Leadership 
is the key, for where leadership falters 
a political vacuum is created and has 
there not been evidence of a_ political 
vacuum in the Western Hemisphere ?” 

Leadership might well be taken as the 
keynote of this conference. You dele- 
gates to this conference, by your pres- 
ence, have shown that you possess the 
initiative, the good-will and the courage 
to grapple with the problems which con- 
front the insurance industry, the Free 
Enterprise System and the whole demo 
cratic way of life. 

The friendships, the exchange of idea 
which will occur here can aid tte 
in a better underst: ‘ilies of the political, 
economic and social problems of the 
Hemisphere. An improved understanding 

the essential first step toward the un 
foldment of cage to problems. This 
conference offers a great challenge and 
an equally great opportunity to each of 
us. I am confident that it will be met. 


Revised N. Y. Compensation 
Pamphlet is Now Available 


\ new edition of the New York Work- 
men’s Compensation Law pamphlet has 
been published by Association of Cas- 
ualty and Surety Comp: aegge 

The association said the revised pam- 
phlet incorporates seo changes in 
the law. It contains a digest and complete 
text of the workmen’s compensation law, 
and pertinent supplementary laws, in- 
cluding all amendments enacted by the 
1961 legislative session. Annotations of 
cases decided since publication of the last 
edition also are included. 

Copies may be obtained from the 
Editor, Law Publications, Association of 
Casualty and Surety Companies, 60 John 
Street, New York 38, N. Y. at $2 each, 
plus applicable sales tax, which price in- 
cludes any supplement issued prior to 
re-publication of the pamphlet. 


R. N. Gilmore, Jr. to Address 
New York Chapter of CPCU 


Robert N. Gilmore, Jr., general counsel 
for the Association of Casualty and 
Surety Companies, will speak at the 
meeting of the New York Chapter of 
CPCU in New York City on November 
16. 

R. S. Christiansen, president of the 
New York ‘Chapter, said Mr. Gilmore 
will speak on changes in rating legislation 
proposed by Association of Casualty and 
Surety Companies and National Board 
of Fire Underwriters. This will include 
a discussion of the “no prior approval” 
proposal, 
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“NO ‘FAT’ IS AVAILABLE TO SUBSIDIZE 
UNFAVORABLE AUTO INS. RISKS”: HENDERSON 





Pach Bros., N. Y. 
ARTHUR H. HENDERSON 
Abnormal Profit Does Not Exist 


Arthur H. 


American 


In a paper prepared by 
Henderson, vice president of 
International Underwriters Corp., for 
delivery during the recent Hemispheric 
Insurance Conference at Lima, Peru, Mr. 
Henderson contends that auto insur- 
ance “must not be subsidized but must 
carry itself.” He explains: 


“A deliberate policy of writing auto- 
mobile insurance at a loss to be made 


good out of profits for other classes is 
unsound. No reason exists to receive 
a subsidy at the expense of owners of 
other forms of property, or that such 
insurance should be sold at below cost 
Presently a reasonable, let alone an ab- 
normal profit on all classes does not exist 
and, consequently, no ‘fat’ is available 
to subsidize unprofitable automobile 
risks.” 

Examining the theory advanced by 
producers that the total premium paid 
a an assured for his overall insurance 
inclusive of automobile insurance should 
be considered as the basis to determine 
the profitability of an account, Mr. Hen- 
derson contends: 

Should Not Class be Re-Examined? 

“If abnormal profits 
a particular class of insurance, should 
not that class be re-examined for rate 
reduction? Certainly it seems reasonable 
that an individual or a major assured 
should not be paying a premium on a 
line which productive of abnormal profits 
could not be justified where, for assump- 
tion purposes, the particular assured in- 
volved has no automobile risks to be 
considered.” Says Mr. Henderson: 

_ “It would appear that no reason exists 
for automobile owners to receive a sub- 
sidy at the expense of owners of other 
forms of property who are, in essence, 


are produced on 





Proom Elevated to Resident 
Mgr. by Maryland Casualty 


Burt C. Proom, for the last two years 
assistant resident manager of the Phila- 
delphia office of Maryland Casualty, has 
been appointed resident manager of the 
office. 

Mr. P room joined the company in 

1950 and prior to his transfer to Phila- 
delphia had been assistant resident man- 
ager of the Harrisburg office for three 
years. He was previously manager of the 
bond department of that office. He will 
continue to report to David C. Seager, 
resident vice president at Philadelphia. 
_ A native of Caldwell, N. J., Mr. Proom 
is a graduate of Dartmouth College. He 
1s a graduate of The Maryland’s insur- 
ance school and subsequently received 
his CPCU degree. He is a director of the 
Insurance Society of Philadelphia. 


assuming the burden at the expense of 
the non-profitability of this class. 

“Are automobile owners subsidized for 
the increased cost of gasoline, oil, spare 
parts, garage, maintenance? Inflation has 
increased all of these costs with positive 
evidence that such costs will continue to 
increase.” 

He points out that the underwriting 
account of the grand total of premiums 
earned for the year 1959 or 748 stock 
fire and casualty companies _ totalled 


$9,527,075,030, and adds: 

“For the same companies, during the 
same year, an underwriting gain of $70,- 
865,429 was attained. A quick calculation 

shows the underwriting profit on this 
huge sum of earned premium amounts to 
only 7/10ths of 1%. With results such 
as these, can anyone reasonably claim 
that a generally unprofitable automobile 
class of risks with past results unfavor- 
able, and an indiciated unfavorable fu- 
ture, be absorbed by an industry whose 
over-all underwriting gain for the period 
examined amounts to only 7/10ths of 1% ? 

“Where if any is the ‘fat’ to absorb 
predicted unfavorable automobile results? 


Automobile liability insurance results as 
reported by members and subscribers to 
the National Bureau, emphasized the 
predicted unfavorable future unless re- 
medial rate revisions can be effected. 

“In 1954 the average paid claim on 
bodily injury cases was $827 whereas 
in 1959 the average had jumped to $945. 
The same holds true on property dam- 
uge results where the increase, percent- 
agewise, is more indicative of the trend 

“In view of the above,” concludes Mr. 
Henderson, “is it not evident that present 
rates are insufficient to overcome what 
is obviously a trend to further increased 
unfavorable results ?” 





A NEW 


CORPORATE 





“FACE” 


GONTINENTA 
CASUALTY ( 


Meet our new corporate trademark! You will soon be seeing it everywhere we sign our name. 


As a result of the consistent appearance of this trademark, people will be more aware of 


the size, scope and versatility of Continental Casualty Company. Your clients will more 


quickly identify Continental services, better recognize the advantages of Continental lines. 


The new Group trademark = will more clearly reflect the resources provided by Conti- 


nental Casualty’s affiliation with the Continental National Insurance Group. 


As this symbol becomes our trademark, we will be working in every way to make it one 


of the most welcome and familiar “faces” 


& 
€ 


CONTINENTAL CENTER 


in the insurance business. 


@B MEMBER OF THE CONTINENTAL NATIONAL INSURANCE GROUP 


310 SOUTH MICHIGAN AVENUE 


CONTINENTAL ASSURANCE CoO. 


CHICAGO 4, ILLINOIS 


CONTINENTAL CASUALTY CO. 


NATIONAL FIRE INSURANCE CoO. OF HARTFORD 


TRANSCONTINENTAL INSURANCE CoO. 


TRANSPORTATION INSURANCE CoO. 
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General Third Party Liability Ins. 


By Wa Ter L. TRUELSON 


Assistant Manager, Casualty Management Department, American 
International Underwriters Corporation, New York 


The f nya — constitutes the main body of a paper written and read by Mr. 
Truelson at thi cent Hemispheric Insurance Conference in Lima, Peru. In discussing 
yeneral third party liability insurance (other than automobile) the author tells how it 
applies in various countrics, why it is required and explains the major part “law of neg- 
F -°” plays. He emphasises that it 1s omportant to understand “that there is always 

f negiigence or the degree of negligence which, in many mstances, 1s estab- 





> question of fact, 1f law, ordinance or civil code.’ 














Gener lity su e is diversi- American practices and forms of writing 
ed 1 according to the country general third party liability coverages 
and its vs. This subje covers Why It Is Required 
vide fiel id demands a general know! General liability insurance, in its vari- 
edge ill classes lity insurance us forms, is required by the individual 

, arious 1 s laws, OF commercial enterprise who may be 

sooty eee . ; pega 23 compelled, legally, to pay for damages 

Sei ct copings “ez e worl wr to defend a suit alleging such damages 

The cond S iT ¢ nate ly N instituted against the legally responsible 
those existing he [ ed States party. The basic reason for such liability 
becoming operative is negligence, which 

: may be defined as “doing, or failing 

yf ROE, See * to do, that which an ordinary pru- 

ning the British Com dent person would, or would not do, 

ions generally conduct under similar circumstances.” Bodily 

nd ver * milar to injury or mpeerty damage may r¢ sult 

. through such negligence, leaving the 

sets wii ; party seionmiide open to obligations to 

‘he rest of the world, excluding, of pay. All forms of liability insurance 

















yurse, the ed States, follows foreign propose to assume this financial loss to 
ws and es shed practices of na “4 Se crm or to an assured who has 
. rewrr, placed himself in a position of legal re- 
ional companies governed by local laws ral liabil 
. sponsobility to another. General liability 
Tr acts. insurance is such a party’s protecti@n 
You will find, however that there are against such contingency. 
some countri¢ ] have adopted The “law of negligence” plays a major 
n general lity forms and part in the third party liability insur- 
nanne i type of insur- ance coverage. The simplest interpre- 
ance. I rican and South tations of such “law of negligence” is 
Am hey follow the that, if a oat firm or corporation 
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does something a prudent person, firm or 
corporation does not do, he or they are 
guilty of negligence. It is, therefore, 
usually necessary for a person, firm or 
corporation claiming damages arising out 
of an accident to prove: 

1. That the 
or inherently condition 
known to the defendant or 
been known to him had he 


injury was caused by some defect 


dangerous which 
should have 
used reasonable 


was 
which 
and 
proper care; 

2. That it was the defendant’s duty to protect 
against such a condition; 

3. That the 
sonable care; 

4. That the 
from the 


defendant failed to exercise rea 


injury resulted solely and directly 
defendant’s failure to 
responsibility. 

Therefore, third party liability may arise from 
three sources: 


exercise proper 


a. Statutory liability as 


law, ordinance or act; 


may be required by 
b. By contract or implied warrant; 
c. In circumstances 
the accident. 
From the last 
would come 


existing at the time of 


source (c), of the claims 


under common law of negligence 


most 


Forms Vary According to Countries 


There are various kinds of liabilitv pol- 


icies issued to cover third party liability 
exposures and_ responsibilities. These 
forms vary according to the countries 


in which the exposures exist. Coverages 
differ in the United States, English Com- 
monwealth territories and French 
Spanish spe. iking territories.*** 

In all forms of general liability policy 
coverages, the following indicates the 


and 


various hazards to which a person, firm 
or corporation is exposed: 
1. The ownership of property and 


elevators; 
2. The operations of a mercantile 
© manufacturing or contracting busi- 
ness: 
3. Liability 
warranty for 


assumed under 
agreement; 

4. The practice of any profession; 

5. All personal activities of an in 

dividual. 


contract 


The coverages under 
ity policy are designed to protect the 
insured against his legal liability and 
yhligations in connection with hazards 
i to the enterprise in which he 
is engaged operating and/or his per 
sonal activities. 

In many statutes and laws around the 
world, and particularly in the United 
States, there is no definition of negligence 
or of a person’s liability to others for his 
negligence. It is customarily an 


any general liabil- 


estab 


lished rule of common law, which is 
hased on past court decisions or doc- 
trines, that every person is required to 


conduct 


himself in such a manner as 
) avoid injury to his fellow-man or to his 
fellow-man’s property. This duty falls 
m an individual person, any business 
enterprise, association and, in most in- 
stances, political or sub-divisions of the 
Government. 


Must Prove Negligence Caused Injury 
When an 


individual, firm or corpora- 
tion, including the employe of such a 
firm or corporation, causes an injury 
to another, or to the property of another, 
the injured person. firm or corporation 
may have a claim for personal injury or 
property damages caused by him, its 
firm or corporation. Generally speak- 
ing, it is always necessary to prove that 
negligence of the other party was the 
cause of injury or damage. That the act 
f negligence, without any intervening 
act, actually sets into motion a series of 
events which culminated in the injury or 
damage. Negligence is generally defined 
as the “failure to exercise care, prudence 
and foresight such as is warranted by 
the circumstances.” Another definition 
is “failure to do what a reasonable per- 
son would have done under the circum- 
stances,” or “doing something which a 
reasonable person, firm or corporation 
would not have done under the circum- 
stances.” 

It should be understood that, under the 
act of negligence, it is not sufficient 
merely to show that an injury was caused 
by the actions of a second party. The 
mere fact that there was an accident or 





November 13, 1961 








A DANGER IN ROUTINE 


Allstate V. P. Spottke Says Many Auto 
Accidents Caused by Underratin: 
Driving Responsibilities 
Good driving is not a part time job, 
according to A. E. Spottke, vice president 
in charge of safety for Allstate Insurince 
Cos. Speaking before a national confer- 
ence at Michigan State University on 

problem drivers, he said: 

“Many people drive properly only when 
it strikes their fancy. At times they are 
excellent drivers, but at other times they 
just don’t care. Tt is this occasional slip 
that leads to traffic accidents for most 
lrivers, even though they know better.” 

Operating a motor vehicle is generally 
versimplified, he pointed out. While 
it is one of the most important and de- 
manding of our daily activities, its routine 
nature has made it dangerously under- 
rated in the minds of too many drivers, 
he said. 

“People too often forget about all that 
driving really involves and don’t practice 
the skills, attitudes and disciplines it de- 
mands on a full time basis,” Mr. Spottke 


explained. 

But with rapidly rising volumes of 
traffic traveling at increasingly faster 
speeds, the Allstate executive warned 


we can no longer stand still for temporary 
thoughtlessness or incompetence behind 
the wheel. He suggested that present 
drivers as well as new drivers be helped 
through training. 

“Seeing to it that all drivers are real- 
istically prepared to make the thousands 
of different driving decisions necessary 
every day should be the No. 1 goal of 
the traffic safety movement,” he ad- 
vised, “Since average driver performance 
is low, the opportunity for achievement 
in this direction is unlimited.” 

Underlining the importance of control- 
ling the automobile, Mr. Spottke com- 
pared driving a car with operating the 
most complex machine in a factory. 

“We cannot obtain safe, efficient 
operation of a car or any other type of 
machine by operators who are careless or 
undependable or don’t know how,” he 
concluded. “The automobile can be con- 
trolled properly only by those who know 
its potential and are trained to utilize its 
force to serve instead of destroy.” 





Propose Maryland Auto Ins. 
Cancellation Law Change 


A change in Maryland 
extending the notice a company must 
give when it cancels a motorist’s auto- 
mobile policy will be sought by Delegate 
Richard T. Rombro of Baltimore. Mr. 
Rombro said he would attempt to incor- 
porate the change into a recodification 
of the state’s insurance law when it 
comes before the State Legislative Coun- 
cil for a public hearing in November 
or December. 

Mr. Rombro, a member of the coun- 
cil’s judiciary committee, said it would 
deal with the recodification, a document 
that represents a two-year effort in 
preparation by an executive commission. 

The standard automobile insurance 
contract now provides that a company 
must give the motorist 10-day notice of 
cancellation. Mr. Rombro said his plan 
_ would require the insurer to give 

he driver’s insurance agent 10-days’ no- 
"oe to permit the agent time to find his 
client another policy. 


insurance law 


occurrence does not in itself establish a 
presumption of negligence. The person, 
firm or corporatoin claiming bodily in- 
jury or damages, in almost every in- 
stances, must prove the negligence of the 
other, and that the negligence was the 
direct cause of the injury or damages. 
It is often quite necessary to go before 
the proper judiciary court with all of the 
facts before the question of negligence 
can be decided. It is, therefore, most 
important to understand that there is al- 
ways a question of negligence or the 
degree of negligence which, in many in- 
stances, is established on the question 
of fact, and not that of law, ordinance 
or civil code.*** 
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“Heads Bond Claim Division 





BLANEY C. TURNER 


Blaney C. Turner has been promoted 
fo secretary, claim department, by the 
boards of directors of Aetna Casualty 
& Surety Company and Standard Fire. 
Mr, Turner, who was appointed assistant 
secretary earlier this year, now will head 
the companies’ bond claim division. 

\ graduate of Cleveland Law School, 
he joined the organization at Cleveland 
in 1926. He subsequently served in super- 
visory positions in the Cleveland claim 
department and was administrative as- 
sistant for four years before his transfer 
to the home office. 


Cancelation Restrictions 


Proposed in Md. by MIRB 


The Mutual Insurance Rating Bureau 
has announced a proposed program under 
which restrictions are placed on a com- 
pany’s right to cancel automobile liabil- 
ity policies insuring private passenger cars 
in Maryland. The proposed change has 
been filed with the Maryland Insurance 
Department with an effective date of 
January 1, 1962 requested. 

This program being offered voluntarily 
by .Mattual Bureau members and _ sub- 
scribers provides for the continuance of 
coverage for the term of the policy sub- 
ject to cancelation only for certain pre- 
scribed reasons. New insureds are eligible 
for this guarantee of coverage provided 
a notice of cancelation has not been 
issued within 60 days of the inception 
date of the policy. 


R. I. Agents Appoint 
Assistant to Hughes 


The Rhode Island Association of In- 
surance Agents has named Claude F. 
Lefebvre as an assistant to Secretary- 
Treasurer George C. Hughes. This ac- 
tion was deemed necessary because the 
directors realized for some time that 
the amount of work involved in the 
writing and servicing of the state’s in- 
surance accounts and the increasing ac- 
tivities of the association were too much 
for one man to handle. 

Mr. Lefebvre is a native Rhode Islander 
and makes his home in Pawtucket. He 
is 27 years old. He graduated from 
P rovidence College in 1955. P resently he 
is engaged in the study of law in the 
Shrving Division of Suffolk University, 
»OSton, 


Name Schmich in Milwaukee 


The appointment of Joseph W. Schmich 
as an assistant manager of the Mil- 
waukee branch office of Fidelity & De- 
posit Co. has been announced by Stanley 
r. Webb, resident vice president in 
charge. 

A native of Carroll, Iowa and a grad- 
uate of Creighton University in Omaha, 
Mr. Schmich has been in charge of 
& D’s service office in Des Moines 
lor the past 13 years. He is a past 
presidefit of the Des Moines Casualty 
& Surety Club. 


“Overwhelming Response” to 


New Auto Owners Motor Club 


An “overwhelming response” to the 
newly-formed Auto Owners Motor Club, 
Inc., is reported by Edward Cirlin, 
ident of the organization. He said more 
than 350 applications for membership 
were received during the club’s first week 
of operation. 

Mr. Cirlin explained that the Club, 
a newly-chartered non- profit automobile 
club in New York State, will provide 
all emergency road services, including 
repair, towing, tire and skid chain serv- 
ice. Members will be reimbursed for 
towing charges and bail bonds. 

“The club,” Mr. Cirlin said, “is func- 
tioning under the agency system, with 
qualified agents appointed i in each county 
of the State. Membership can be ob- 
tained through insurance brokers.” 

Mr. Cirlin added that the community 
response to the organization demon- 
strates the need for expanded auto club 
services. He noted that only 12% of the 
driving public already belongs to an 
auto club. 

Mr. Cirlin’s organization will seek to 
expand membership, and also sponsor 
programs designed to reduce mounting 


pres- 


your 


partner 


DEIMLING APPOINTED 

The Zurich-American Insurance Com- 
panies announce appointment of Francis 
J. Deimling as supervising underwriter 
in the Cincinnati branch office. Mr 
Deimling has 20 years’ experience in the 
insurance field, 15 years with the North 
western National and five years with the 
Selective Insurance Co. 


traffic deaths and injuries “which hit 
thousands upon thousands of motorists 
every year.” He invited persons inter- 
ested in participating in the program to 
call auto club headquarters at HY 9-8908, 
or write to the group at Two Ocean 
Parkway, Brooklyn. 


Maryland Casualty Advances 
Schmidt In Home Office 


Fred W. Schmidt has been appointed 
manager of the accident prevention de- 
partment of Maryland Casualty, it was 
announced by H. Ellsworth Miller, presi- 
dent of the company. 

Mr. Schmidt succeeds the late Herbert 
W. Hoover. He joined’ The Maryland 
in 1954 as a safety engineer in the com- 
pany’s Milwaukee office. Since February, 
1958, he has been supervisor of the boiler 
prevention de- 


inspection and accident 


f icl rice 
partment of the Richmond office 








EMIL PANGAL 





re Will We Happy to Su You 


AT HIS FINE RESTAURANTS 
23 PARK ROW 
Near Ann St., N. Y. 

Phone: Worth 2-2514 

Diners Club and American Express 


Private Room for Luncheon and Dinner Parties 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 








Prudential’s booklet—‘‘Your Partner Can Be Your Downfall’’— 
will help you attract and convince more business insurance 
prospects by helping you explain partnership insurance more 


effectively. Its strength lies in its point-by-point sales track 
that has proved successful in helping brokers turn prospects 
“Your Partner Can Be Your Downfall” 

made available through Prudential’s Brokerage Services. What's 
more, trained Brokerage specialists are always ready to advise 


into purchasers, 


and assist you. If you would like a copy of “Your Partner Can 


Be Your Downfall”’ 
Services, just fill out the coupon. 


or more information about the Brokerage 





y ‘THE TWENTIETH CENTURY 





TO: BROKERAGE SERVICE—THE PRUDENTIAL, 


NEWARK 1,N.J. EU-100 





send me a copy of “Your Partner Can Be 





2s easier for me 


THE. ERY DENTIAL 


INSURANCE COMPANY OF AMERICA 
LIFE IN RANCE «+ ANN TIES - HEALTH INSURANCE 
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HEMISPHERIC CONFERENC] 
ACTION 

Insurance leaders in this 

be gratified at the positive position 


by the Eighth Hemispheric Insurance 


Conference in Peru with “t 


respe 


keeping insurance and reinsurance private 





enterprises free from government 


ference. This conference in Lima, spon- 


sored by the Chamber of Commerce 


the United States in cooperation wit] 


the Insurance Companies Association of 


Peru as host, again boldly met a problem 
troubling insurance underwriters deeply 


for many years, namely action Dy sev 


eral governments in the Western Hemi 
sphere, as well as in other parts 
the world, in openly interfering in in 
surance operations, through controls and 
restrictions 

Obviously the prime example of su 
interference at the moment is Cuba 
where private insurance companies have 
sustained heavy losses since the Cast: 


dictatorship came into power. But in 
terference existed, prior to 
revolution, I yuntries. In 
United 


in other c¢ 


States marine underwriters, 


with other branches t the 


cooperation 


ymsistent 


industry, have c 





position to government interference at 


meetings of insurance, fis 





ment leaders in many parts of the world 

The 
imously a 
Chile” of 


ance “must be freely exercised by private 


Lima Conference reaffirmed unan 
“Declaration of Santiago de 


1950 which stated that 





restrictions, interver 


business without 


tion or subscription on the part of the 


state so as to interfere with its (private 


insurance) development, which woul 
contrary to the interest of the insurable 


population and the general private eco 





nomy.” Other res 


adopted at Lima, applying the principle 


of freedom to reinsurance as well as 
direct insurance and opposing govern- 
ment reinsurance monopolies. For the 


i 
last decade, and more, the 





ress of those favoring govern 





ference has been stopped, virtually, othe 
than in Cuba, and since then the fight 
against such interference has slowly been 
Producing favorable results in several 


countries. 


‘WORLD'S GREATEST SHOWCASE” 


Insurance Informa- 


by Insurance Informa- 
s alertness in publishing in its 
(November-December) _ the 
com] hensive story m tie 1964-65 
World’s Fair, now being planned for 
Flushing Meadow Park, L. I. on the site 

the 1939-40 World’s Fair. T] 
titled “The World’s 


first 




















dus 

vVeste 
As 1 really was no 
Vay insurance 
i n 1939. Some 
‘ 1 ad mil 
lions at he industrial 
s¢ 1 y r Fair is lid the large 
n intries in e i national 
SEC ith fine arts and jewelry in 
uded, it is believed 1 e $150 million 
estimate of the time was too conserva 
ve rh tio of l losses to fire 


premiums at end of 1939 was less than 


} half ; c 
lal OT C. 








Phe 1964 World’s Fair Corporation, of 
hicl Robert Moses is pre sident, has 
rusted the handling of its insurance 
) L Island City brokerage house 
Campo & Roberts. This firm is ad 
vising World’s Fair Corporation on 
( liability, fire, aut surety and 
sks lie ¢ poration 
nay « ble However, t e Journal o 
Insurance Information article points out, 
] ne g 1 of ‘lose collab ration 
) een the insurance industry and the 
Fair Corporation is not to assure indem 
nification—vital as that is—but to prevent 
lents, fires, defalcations and major 

ind n r mishaps ol ill pes 
Py yperty \ ages vill be handled 
nsurance Asso 





1964 Fair. 





~L-- 
package 


issued by U. S. F. & G. 


verage 





V r€ and 
F.& C. anda fire insurance pack- 
ige by FIA. 

As to fundamental objectives of insur- 
ance of the 1964 Fair they are as follows: 


Howard €. Reeder, pres.dent, Conti- ~ 


nental Assurance Co., (left,) was the prin- 
cipal guest panelist on a recent telecast 
of the Investors’ Forum over WGN-TV 
in Chicago The program, one in a series 
sponsored by the Central States Group 
of the Investment Bankers Association 
rica, was devoted to a discussion 
~ the life insurance industry for which 
Mr. Reeder predicted a bright outlook 
in the coming Also participating 
were Bowen Blair, partner, William Blair 
& Co., (center,) and Robert A. Sjostrom, 
insurance industry analyst, Shearson, 
Hammill & Co., at right 

* * * 





years 





Lynces B. Stone, Phoenix Mutual Life 
president, has accepted chairmanship of 
a new $4.3 million campaign to con- 
struct music and art centers on the Uni- 
versity of Hartford’s West Hartford 
campus. Insurance men on the steering 
committee include R. Channing Barlow, 
secrctary, business development depart- 
ment, Hartford Insurance Group; Mill- 
ard Bartels, insurance executive com- 
mittee chairman, The Tiravelers, and 
Cdward B. Bates, vice president, Con- 
necticut Mutual Life 

* * BS 

Georg: C. Miller, Madison, N. J., re- 
tired vice president of the Loyalty in- 
suranc¢ America Fore Loy- 
«lty Group, has been elected vice presi- 
dont of the Ocean Grove Camp Meeting 
tion, Ocean Grove, N. J. He will 
head the committee which handles the 
secular affairs of the association. A long- 


companies, 


A 


4Ssoc 





tune church leader, Mr. Miller has been 
a trustce of the Camp Meeting Associa 
tion for many years. He has held var- 
ous church offices and was recently re- 
clected to head the Auditorium Ushers 
\ssociation at Ocean Grove. Mr. (Miller 
retired from his insurance activities in 


May of this year after 41 years with the 
Loyalty companies 
* * 


Kenneth W. Perry, CLU, vice presi- 


dent, Massachusetts Mutual, has been 
named chairman of the 1962 Greater 
ingfield (Mass.) United Fund-Red 





Cross campaign 
chairman ol 


$1,363,608, 


Mr. Perry was a vice 
the 1961 drive which raised 
and the commercial division 


which he headed accounted for nearly 
half of this total 
(1) Uniformity of insurance and the 


broadest market that can be 
(2) uniformity of 
(3) total 
terest subrogation. 

(4) cross-liability to 
reduce substantially the overall premiums 
charged even though the total will be 


higher than in 1939-40 due to the limits. 


secured; 
safety requirements; 
elimination of 
with no problems of 
Elimination of 


conflict of in- 











Walter H. Nangel, insurance manager 
of Celanese Corp. of America, has been 
named chairman of the insurance com- 
mittee of Manufacturing Chemists’ As- 
sociation, Inc., succeeding A. J. Dentzer 
of Wyandotte Chemicals Corp. 

Oe 


Vincent James, N.Y. 
H. CLAY JOHNSON 


H. Clay Johnson, executive vice presi- 
dent of the Royal-Globe Insurance Com- 
panies and one of the most prominent 
insurance men in the property-casualty 
field, was elected Mayor of his home city 
of Rye, N. Y., on Election Day. He ran 
on the Republican ticket and was elected 
by a vote of 3,304 over his Democratic 
opponent, John Carey, who received 2,- 
630 votes. Mr. Johnson joined the Royal- 
Liverpool Group in 1945 following war- 
time duties with the Federal Government 
as vice president of the War Damage 
Corp., vice president and general coun- 
sel of Rubber Reserve Co., and director 
and general counsel of Rubber Develop- 
ment Corp. Prior to that he had served 
since 1935 as counsel for Reconstruction 
Finance Corp. He holds both A.B. and 
LL.B. degrees from the University of 
Notre Dame and a LL.M. degree from 
Catholic University of America. At the 
present time he is appearing as a spokes- 
man for several stock insurance com- 
pany organizations before meetings of 
Federal and state legislative committees, 
before the National Association of In- 
surance Commissioners and meetings of 
local agents’ organizations. 
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THE AMERICAN GIVES YOU | 


When you deal with The American, you 
enjoy a selling edge over the competition. 
Take convenience and speed, for example. 
With 31 branch offices spread across 
the continent, The American puts trained 
fieldmen and underwriters close at hand 
to give you on-the-spot assistance. Each 
branch, complete in itself, offers fast claim 
settlements, prompt policy-writing, expert 
engineering and premium audit service. 
Second, The American provides definite 
rating and coverage advantages in many 


naooemeneouennet niteestrecietie 








areas — meaning more business for you. 
And third, The American's multiple-line 
facilities mean you dial just one number 
for a// the answers to problems involving 
just about any line of property or casualty 
insurance. 

These are some ofthe reasons why 
The American gives you the selling edge— 
why it pays you to deal with The American. 
For nearest branch office write: The 
American Insurance Company, 15 Wash- 
ington St., Newark 1, New Jersey. 





e7 


“Awmenican [mowrance (Group 


The American Insurance Company 


American Automobile Insurance Company 
Associated Indemnity Corporation 





AUTOMOBILE * BONDS * BURGLARY « FIRE & ALLIED 
LINES GENERAL LIABILITY *» GLASS * GROUP 
ACCIDENT & HEALTH « INLAND & OCEAN MARINE « 


MULTIPLE PERIL * WORKMEN'S COMPENSATION 





NATIONAL UNION INSURANCE COMPANIES 
GONE FISSION... AT SHIPPINGPORT 


From the very first, National Union has been a prin- 
cipal participant in the insurance program required 
to cover the world’s first full-scale atomic power plant 
devoted exclusively to civilian needs. Located at 
Shippingport, Pennsylvania, the plant is operated by 
Duquesne Light Company, for whom a special manu- 
script cover policy was developed to suit the needs 


and special qualifications required for this completely 
new concept in public utility power. 

Many of the special personnel ... much of the 
competent underwriting advice was supplied by 
National Union. This program was developed and 
written by an Independent Agent, typical of those 
representing National Union Insurance Companies. 


National Union Insurance Companies 


Pittsburgh, Pa. 
Casualty - Fire - Inland Marine - Ocean Marine 











